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AMAZING 
Procress! 


In a few short years Florsheim Shoes for Women have gone 


from their beginning to a place as one of the recognized lead- In 
ers in a highly competitive industry. There must be sound rea- 
sons for such amazing progress. If we were asked to name a S toc b “4 
few of them we would say first that Florsheims have been good Tue GypsEy 

‘ ‘ 2 W-282; 
shoes—our policy would not permit us to make a mediocre i Nee 

in white kid on one 
product. And, second only to Florsheim quality, has been the of the famous 
Flarewedge lasts 

fact that many progressive and far-seeing merchants have 


recognized the advantages of selling women’s shoes with TO RETAIL AT 
Florsheim prestige, standing and acceptance. Happily neither $ - iz 
the public who bought our shoes nor the retailer who sold $ y| 0 


them have been disappointed. If you are interested in secur- 
ing further facts about America’s fastest growing line of AND UP 


fine women’s footwear, write for our representative to call. 


THE FLORSHEIM SHOE 
for Women 


THE FLORSHEIM SHOE COMPANY e@ Manufacturers e CHICAGO 





When writing advertisers please mention Boot and Shoe Recorder 
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VOICE of the TRADE 


WYBAPIITY 


* * * 


KENNETH M. GOODE says: 

“It’s hard enough to state an 
idea clearly. Clearly and force- 
fully! Clearly; forcefully and 
briefly! Clearly. Forcefully. Briet- 
ly. Adequately. Attractively. And 
when you add, state it ‘acceptably,’ 
you make transmitting an idea in 
writing one of the most difficult 
of all practical jobs. 


“Good writing is no more of 4 
trick than singing grand opera. Or 
doing a golf course in 69. Or de- 
signing a battleship. Or batting 
.350 in a World Series. But it is 
no less of a trick. Everybody has 
words. Plenty of people have 
ideas. Pathetically few can turn 
any idea into words interesting 
enough to make other people read 
them.” 

* * * 
HEARRY R. TERHUNE, field edi- 
tor of the Boot anpd SHOE 
RECORDER, and now making his 
headquarters in Los Angeles, says: 

“Went down to San Diego this 
past week and to Santa Ana. It is 


straight shooting in stating the 
stores selling shoes at $7.50 and 
up, are in much better financial, 
mental and physical shape than 
those selling, say around $5.00 and 
down. Talking about the indepen- 
dent stores only. Plenty of talk all 
around among the better stores 
relative to holding off the sales of 
whites until after July 20 to 31, 
then a short sale which will be fol- 
lowed by an early Fall opening, 
even if it is hotter’n that away 
from the shore line.” 

* * * 


ALVIN PLUFF of Rochester, 
N. H., who claims he sells socks 
that wear like iron, had a “kick” 
recently. It seems he sold a pair 
of these men’s socks to a woman 
about three months ago. She re- 
turned them last week with the foot 
of one sock all worn out and full 





of holes. A new pair was demanded 
and given. 

Some time after the customer left 
the store, Al, still perplexed, picked 
up the pair of socks the woman left 
and found that while the left was 
full of holes, the right one had 


Page 15 


“worn like iron” and had no holes 
at all in it. Now, curiosity fully 
aroused, Al did a little detective 
work. He found out that the hus- 
band of his customer had a wooden 
leg and had had the sock tacked on 
it for three months of steady use. 


* * * 


NATHAN HACK of the Hack 
Shoe Company of Detroit, Mich., 
says: 

“The inquiries I have been re- 





ceiving for the Hack-O-Meter as a 
result of the story which appeared 
in the Boot anp SHOE REcoRDER, 
are just amazing. Practically every 
civilized country on earth is in- 
cluded in the list. This morning’s 
mail brought us an inquiry from 
the Nipon Seika Kabushiki Kaisha 
Company in Tokyo, Japan. 

“It is simply astonishing to learn 
of the far-reaching effect of the 
Boot AnD SHoe ReEcorper. Several 
years ago I discovered my long 
lost cousin, Hugo, in Brazil 
through the Recorper. Now we 
are receiving inquiries from Japan. 
I am just wondering what I can 
expect next.” 








JOSEPH L. BARNETT returned 
last week on the S. S. Brittanic 
from a selling trip in Europe, rep- 
resenting American shoe manufac- 
turing lines. In the promotion of 
international friendship of goods, 
he brought back with him a line 
of Jaegers wool-lined shoes for men 
and slippers for men and women. 

The season in England, for ex- 
ample, up to the end of April, was 
cold, with frosts nearly every 
morning and in some parts of the 
country that rare thing—an April 
snow blizzard. 

With the possibility of a hard 
Winter ahead in America, Mr. Bar- 
nett believes that the Jaegers way 
of putting wool lining into the 
vamp, instead of the ordinary lin- 


ing, will be a decidedly salable 


novelty in America. 

He will make his headquarters in 
the Marbridge Building in New 
York City. 


SHOES for one-legged men. C. C. 
Stubbs of Stubbs, Plainview, Tex., 
writes: 

“*We would appreciate information 
as to where we might be able to get 
single shoes, either right or left, made 
special. We have a few one-legged men 
around here who object to buying a 
pair of shoes and only being able to 
use one of them. We imagine, of 
course, that a single pair made special, 
would cost more than a pair would 
cost, nevertheless we should like to 
find out if it would be possible to get 
single shoes for them.” 





Can we have a little bit of co- 
operation on the subject of single 
shoe service to customers? Some 
twenty-five years ago, Elbert Hub- 
bard, the Sage of Aurora, suggested 
to Elmer D. Gildersleeve of Pough- 
keepsie that it would be a splendid 
piece of advertising if he would 
advertise, “We serve one-legged 
men. Come and buy single shoes 
here. You only pay for the shoe 
that you can use.” Gildersleeve 
did it and got publicity the world 
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—The future, even the immediate 
future, would hang like a black 
curtain before Man, were it not 
for Imagination. 

—Imagination enables us to pene- 
trate that curtain and chart a 
course that would otherwise be 
impossible to chart. 

—Imagination, according to Web- 
ster, is "that power or function 
of the mind whereby we have 
ideal experience." 

—Imagination is that power which 
enables the merchant to visualize 
coming events, or trends, or sea- 
sons, and plan his business course 
accordingly. 

—Imagination is that God-given 
power which lifts Man from the 
animal or inanimate state and 
makes of him a near-God in his 
own right. 

—Without Imagination the world 
would be a primitive place where 
elemental Man and beast would 
battle for mere existence. 


—Imagination is the foundation of 
civilization. 


Secs 6 Tikes 


President 





over. Strange to relate, by the law 
of averages his stock balanced over 
the years, because as many per- 
sons had lost a left foot as had lost 
a right foot. 

So, may we make a suggestion? 
If you have any single shoes in 
men’s sizes, write to Mr. C. C. 
Stubbs. Let’s see if there is any- 
thing in this idea of an interchange 
of shoes in service to one-legged 
men. 

* * * 
GEORGE F. JOHNSON, chair- 
man of the Board of Endicott- 
Johnson Corporation, was honored 
by more than 3000 citizens of 
Endicott and the adjoining “shoe 
towns” on “E-J Sunday,” which 


16, 1936 


was observed May 3 at the First 
Methodist Episcopal Church of 
Endicott. Thomas J. Watson, chair- 
man of the International Business 
Machines Corporation, delivered a 
fine eulogy in honor of “George F.,” 
in the course of which he said: 


“Every great institution represents 
simply the length and breadth of the 
shadow of one man. This great indus- 
trial enterprise here in the valley, which 
we speak of as the E. J. Company, is 
simply the reflection of the length and 
breadth of the shadow of George F. 
Johnson. The community itself is simply 
the length and breadth of the shadow of 
George F. Johnson, because it was he 
who started this industry and who built 
up this community, enabling the rest of 
us to come here later and enjoy the 
privileges which we do enjoy in this 
valley. 

“We wish this morning to pay tribute 
to George F., first as a business man—a 
business man whose vision, foresight, 
energy and ability have developed one of 
the greatest, most outstanding businesses 
in our country. 

“Then we also wish to honor you as a 
citizen, because you have always done 
more than your share in the civic affairs 
of this community and of your state and 
your nation. You have always stood for 
everything that was big and fine in con- 
nection with all American institutions, 
and we pay you our hearty tribute for 
your services along that line. 

“Last, but what means more to all of 
us than everything else that I might say, 
we are here to honor you as a friend. 
You are our friend and we are your 
friends.” 


On the Saturday preceding this 
occasion, Mr. Johnson participated 
in the cornerstone laying of Endi- 
cott’s new $100,000 Federal Build- 
ing, where he was also one of the 
principal speakers. 





COBBLER who taught a president! 
A half-dozen newspaper lines in- 
formed the world that James Lucey 
was dead at the age of 81. He was 
a cobbler in Northampton, Mass., a 
humble plodding workman at his 
trade, yet it is quite conceivable that 
he exercised more influence in shap- 
ing governmental affairs over a pe- 
riod of years that are now looked 
upon as among the brightest in our 
history than did innumerable per- 
sons whose names are more familiar 
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to us. Because James Lucey was the 
“guide, philosopher and friend” to 
whom Calvin Coolidge did not feel 
it beneath his station of President to 
write from the White House that “if 
it were not for you, I should not be 
here.” 

* * * 
PREDICTIONS have been made 
that we are in for two or three 
severe Winters. It is based on the 
sun spot theory and the rainfall 
indexes of three rings going back 
a thousand years or more, indicat- 
ing that every thirty-three years we 
can expect an abundant precipita- 
tion. 








A PREDICT exr 
guow See @ lg 


wid 
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The Farm Journal tells you: 
“Game Warden William F. Munch 


of White Earth, Minnesota, remem-. 


bers now that a certain wise old 
Indian last Fall predicted ‘much 
cold, much cold’ for the Winter. 
Asked how he could tell, Star-in- 
the-Face explains: ‘Me see white 
man putting on storm window and 
banking house.’ Most long-range 
forecasts are not as well founded 
as that.” 

* * * 
MAURICE YOSKIN, manager 
of the shoe departments of Famous- 
Barr Company of St. Louis, opens 
a special Sandal Shop, saying: 

“The first step to Summer is our 
new Sandal Shop. We believe in 
sandals! We think they’re as 
typically part of American living 
as swing music! So we’re devoting 
an entire shop to sandals only! 
Name the occasion and we'll show 
you a sandal that will put it over 
in grand style!” 


* * % 


FRED NEWCOMB, Santa Ana, 
Calif., shoe merchant says: 
“Lately we have been following 
a new policy—that of shortening 
our sales period and lengthening 
our promotional periods. This has 
proven to be so well taken by the 
trade that we will shorten the sales 
period even more for the coming 
Summer. New Fall shoes will be 


promoted here right after Aug. 1. 
even though it is hot here all 
through August, September and 
into October. There is a lot more 
money and satisfaction in selling 
new styleful shoes to people in 
August than there is in trying to 
force sales by cutting prices. It is 
too bad the shoe trade, as a whole, 
does not know the public responds 
to new shoes at regular prices much 
better than they do to sales shoes 
at sale prices, even when sales 
abound everywhere. I believe we 
fellows in the small towns must 
merchandise just as fast as the real 
smart operators in the big cities, 
because these big towns are getting 
nearer and nearer to us all the 
while.” 
* * * 

Mi. K. WEIL of the M. K. Weil 
Shoe Company, one of the young 
and aggressive wholesalers on 
Washington Avenue in St. Louis, 
says: 


“We have. opened up more new’ 


accounts this season’ on higher 
grade shoes than for any season in 
the past four years. There is a 
decided trend ta quality footwear 
and merchants are finding it easier. 
week by week, to get a better price 
for merchandise.” 


@TTO VAUGHT, shoe buyer at 
the Marston Company in San 
Diego, Calif., says: 

“I never knew a time when a 
good outstanding shoe, well adver- 
tised, would bring the immediate 
response and sell as freely as right 
now. Direct returns from advertis- 
ing are sure and certain. We have 
a bigger selection of shoes than 
ever before. People are asking for 
everything. As a consequence, 
business has taken a big jump this 
Spring. 

“There never was a time when 
good merchandise was so keenly 
appreciated as at this time. But it 
must be good merchandise, styled 
right.” 

* * * 

J. EDWARDS AND COMPANY 
of Philadelphia have secured 
patents on a method of inserting 
into shoes a spear point marker to 
show the exact position of the ball 
line, the intent being that after 
shoes~so made are fitted to-the feet, 
the X-ray machine is to be turned 
on so as to pick up the marker and 
show whether or not the ball line 
of the shoe fits to the ball line of 
the foot. This invention was 
patented by R. L. Huffine and A. G. 
Bartschi. 











"Yes, | know they're too large. I'm trying them on for my grandmother.” 











TANNING INDUSTRY’S SLOGAN “NOTHING TAKES THE 
PLACE OF LEATHER!” 


SIX weeks have passed since they came, saw and 
sampled at the Leather Show. Leathers were just 
skins on March 31. Now they begin to be shoes, and 
the trends for Fall are one step closer to being facts. 


‘ Surfaces Are Simple 


These weeks have not changed the most important 
point about leather surfaces. They will be classic. 
There is very little call for novelty effects, for “fancy” 
leathers. There is a place, however, for interesting 
finishes. 

Certain high grade makers, for instance, are work- 
ing with fine, hand-boarded leathers for tailored shoes. 
When these leathers are lasted, they show no con- 
spicuous markings but give a soft, mellow look a 
discreet surface interest to a shoe. 

For another example, a number of Kidskin tanners 
are having success with mat finishes in color, which 
puts kid in the tailored class and opens up a fresh field 
for this leather. 

For a third instance, we have the growing interest 
in metallic surfaces. Bronze in kid is proving more 
important than it seemed to be a few weeks ago. The 


by RUTH HARRINGTON 


growing significance of purple tones in costumes 
brings the purplish bronze to the fore. Bronze and 
gunmetal effects are, being sampled in patent leather 
and calfskin both for trimmings and for high style 
all-over shoes. 

One of the most effective of the lustred leathers 
which is being revived this Fall takes its cue from 
the Sardonyx and glows with tiny pin points of color. 
This leather is expected to be especially important in 
the “end-of-day” shoe, where silhouettes will be ex- 
tremely simple and rich and interesting surfaces will 
register to the best advantage. 

But these exotic finishes are fashion high-lights only. 
The great volume demand is for staple leathers, with 
more color than we have ever had for Fall to make 
them new and dramatic. 

Reverse calf is tremendous for tailored types. 
Smocth calf goes merrily on. Kid will continue to 
play its most important part in dressier types. Kid 
suedes come more strongly into the picture to fill the 








eerrers: 


As skins grow into shoes, Fall trends are more definitely established 


demand for dressy suedes, leathers that the limited 
quantities of calf suedes cannot fill. Patent scores for 
the August shoe, for trimmings later on and for “en4- 
of-day” types throughout the season. Genuine rep- 
tiles figure for trimmings generally and for all-overs 
in the upper grades. 


Color Indications 


In high colors, Chaudron is the bright particular 
star for Fall. The smartest merchants see in this 
shade the logical Fall follow-up to the Spring tans. 
Deeper, and a little more subdued in character than 


Shoes and bags will play partners more than ever 
now color coordination in accessories is so 
important. Photo courtesy of A. C. Lawrence 


the carroty Spring shades, it belongs in the Autumn 
scheme. 

There is much ado and some difference of opinion 
about all the russet colors, Chaudron, Spanish Tan, 
and Cinnamon. Some merchants think russets have 
been done to death. (Don’t listen to them!) Others 
say that the bright russet shoe has not fully proved 
itself in the small towns, and that it will take per- 
sistent education to put it over thoroughly. The great 
majority of women think of it, they say, as a “one 
costume shoe” and not as a utility color that can serve 
several purposes. We hold with this latter group, that 
customers have only just begun to realize the usefulness 

[TURN TO PAGE 46, PLEASE | 


1—MAT KID—Mat 
surfaces in colored 
kidskin give this 
leather a new interest 


in the tailored shoe 
field 


2—GRAINED CALF 
—Fine hand-boarded 
leathers are being con- 
sidered for high-style 
tailored shoes 


3 — METALLIC — 

Bronze and gun-metal 

finishes are a_ high- 

light, shown here in 

their newest version, 
calf leather 


4 — SUEDE — illus- 
trating the smart note 
of black patent trim- 
ming on the impor- 
tant Chaudron color 
tanned in kid suede 


5 — EVENING — A 
gold mesh printed kid 
that can be tinted is 


interesting for evening 
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ABOVE 


Looking from the street into the 
store lobby. The. main floor 
(left) is finished in oriental wal- 
nut with chaudron colored walls. 
Indirect lighting brings out the 
beauty of carpeting in cafe au 
lait. Comfortable and charming 
upholstered settees and chairs 
have been finished in colors 
which harmonize with the gen- 
eral motif, lending the entire 
salon a cozy, home-like atmos- 
phere. 


RIGHT 


The second floor—the Modern 
Mode Shop—features a gray and 
rust color scheme, creating an at- 
mosphere of youthfulness and 
gaiety with lively upholstered 
seats of a quality seldom found 
in a popular priced shop. 
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The Foot Delight salon on the third floor is done in buff 

and green with unusually large and comfortable settees 

which magically bring relaxation to those who sink into 
their downy depths. 


MIANDEL’S is the latest of Los Angeles shoe stores 
to entirely: remodel and redecorate. To all intents and 
purposes it is a new store. The firm still occupies the 
same three-story building that it has for the past fifteen 
years, but no semblance of its former appearance re- 
mains. 


Mandel’s Provides Beautiful New Shoe 
Store to Rival the Many Famous Retail 


Establishments of the ‘est Coast. 


Before $4.00, $6.00 and $8.00 women’s shoes were 
all sold on the street floor, with two separate entrances 
io what practically constituted two selling rooms. Now 
the first floor has been thrown into one spacious sales- 
room in which only high style shoes retailing at $6.00 
and $8.00 are featured. The second floor is the 
“Modern Mode” department, with style and duty shoes 
all at one price of $4.00. On the third floor is the “Foot 
Delight” department, where shoes from $6.95 to $10.75 
are highlighted. 

Complete hosiery and bag departments are on each 
floor, with merchandise in keeping with the types of 
shoes sold. These departments are under the direction 
of. Miss Shirley Sadwin. 

The entire decorative motif of the new Mandel shoe 
store is ultra-modern in tone. It was especially de- 
signed to create an atmosphere of charm and youth- 

[TURN TO PAGE 59, PLEASE | 
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HIGHER TAXES 


Proposed Corporate Tax Law Will 


Necessitate Increased Borrowing, 


Increased Working Capital, 


Inereased Costs 


MERRILL A. WATSON 


Executive Vice-President 
Tanners’ Council of America 


THE Spring meeting of the Tanners’ Council of 
America, held at White Sulphur Springs, Va., May 7, 
&, 9, was largely attended by the tanning industry, 
which unanimously opposed the contemplated cor- 
porate tax law as a serious threat to the business 
existence of many corporations operating in commodity 
processing. It was the high spot of the convention, 
for the tanning industry, by the very nature of its 
business, is faced with sharply higher taxes on un- 
realizable and undistributable inventory profits. 

Criticism of the proposed law was made by Percival 
E. Foerderer, chairman of the board, who said: 

“The business of tanning hides and skins into leather 
is, as you may suspect, somewhat risky. In fact, statis- 
ticians and economists are fond of referring to our 
raw material prices as exceptionally sensitive. A tanner 
might well say to that, ‘Brother, you don’t know the 
half of it.’ Because raw material prices fluctuate so 
sharply, tanners are always involved in speculation, 
voluntary or involuntary. That condition has always 
been typical of our industry, but it has become in- 
finitely more important in the last few years. Why? 
The answer is implicit in the other conditions I have 
remarked upon today—the nature of our business, the 
nature of our customers’ business, the intensified 
struggle to realize our investment, to say nothing of 
a reasonable return for capital and effort. 

“During the past year, tanners have given increased 
attention to those facts which introduce speculative or 
variable elements into their business. Most of those 
arise from the slow turnover that characterizes the 
manufacture of leather. Very properly, therefore, a 





good deal of thought has been given to inventories 
and their place in the statement of income. Whether 
or not tanners are agreed upon the problem or any 
solutions, the wisdom of considering it as thoroughly 
as possible is beyond dispute. We have had confirma- 
tion of this recently in the new tax bill to which Con- 
gress is giving its profound thought. The inequity of 
the proposed tax for industries such as ours, is too 
obvious to mention. It has emphasized to us the fact 
that we have inventory profits and losses that bear 
no relation to our real profit and loss. Our efforts at 
solving that problem cannot rest with meeting the chal- 
lenge of the new tax bill. They must continue in the 
direction already begun until means are achieved of 
minimizing the effects of involuntary speculation as 
much as possible. If we can agree upon the desir- 
ability of that end, then certainly we have the ability 
and power of achieving it. 

“We are under no illusions about our industry. 
None of us can escape the consequences of action by 
any other tanner or tanners. Recognizing that fact, 
we must nct fail to recognize our ability and welcome 
the opportunity to make industry and group obliga- 
lions our own. In this respect it is not evidence of 
undue optimism to state that 1935 was an outstanding 
year. It has been many years since the industry was 
as closely united, as conscious of joint need. and re- 
sponsibility, as in 1935. Whatever benefits we have 
gained thereby are significant with promise of further 
benefits. Let me repeat again, the fundamental ad- 
vantage of all those qualities which are conducive to 
united effort, is ours.” 
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MENACE 
TANNING 


Merrill A. Watson, executive 
vice-president of the council, re- 
ported on the activities of the year 
—technical research, economic 
_ study, color coordination, credit 
policies and public relations and 
on the promotion of leather in its 
wider acceptance and use. The vital 
part. of the brief prepared in op- 
position of the corporate tax law 
follows: 

“Since Unrealizable Profits 
Carnot Be Distributed, Pro- 
posed Taxes Could Be Met by 
Many Corporations Only 
Through Borrowing, Impair- 
ment of Working Capital, or 
Liquidation of Business. 

“On the attached chart, Example 
No. 1, ‘Price Changes and Income 
in Tanning Industry’ the profits 
and losses of four typical tanning 
companies are contrasted with the 
course of raw material prices. 
Obviously, changing prices appear 
to be the most important factor in 
the rate of profit or loss. During 
a period of sharply advancing 
prices it is not unusual in the 
tanning industry for unrealized 
inventory profits to constitute the 
major part of total income. Re- 
versely, a decline in the price cycle 
will create inventory losses mor> 
than offsetting any previous gains. 
This is plainly the case in the fluc- 
tuating income of the four com- 
panies shown in Example No. 1. If 
the proposed tax rates were applied 
to the profits indicated in Example 
No. 1, with no redress for periods 
of inventory losses, the question 
may well be asked, ‘How could such 
taxes be paid, when profits are 
largely non-realizable?’ 

“Example No. 3 on the attached 
is an extremely possible illustra- 
tion of the difficulty which may de- 

[TURN TO PAGE 50, PLEASE] 


1936 


income 

million 

dollars 
12 


EXAMPLE NO. I 


% price change 
each year 
in terms of 
previous year 


10 


net income 
4 companies 


1927. 1928 1929 1930 193) 1932 1933 1934 = 1985 





EXAMPLE NO. 2 


% CHANGES, DECEMBER TO DECEMBER 
Heavy Native Light Native 
Steers ° Cows Chicago Calf 
—16.2 


— 1.3 — 1.5 
4627 +68. +573 
mary 


— 96 —/4.1 

—28.9 Jed —29.8 

— 33.8 —39.7 —19.4 

—25.5 —13.4 —51.3 

—31.6 —31.0 —178 

+83.3 +104.1 + 138.3 
—25.2 


+12.1 —16.0 
+33.3 4343 +57.9 


Average of 


7 Kid Prices 


COLAC, re 
Cy C7 re 
I9O7-1998 ... 2 aves 
(920019290... ..000500. 
Co TO: rs. 
1930-1931 .... 
1931-1932 .... 
1932-1933... 
1933-1934 ... 
1934-1935 ... 





EXAMPLE NO. 33 


Company in Business January |, 1936, Capital Value $800,000 
Raw Material Market Price, Jan. Ist—$!.00 per unit 
Dec. 31st—$2.06 per unit 

Average Purchases 1.53 


$200,000 
.. $459,000 
. $495,000 
$ 36,000 


Company has opening inventory January Ist, 1936 of 200,000 units valued at... 

During year 300,000 units are purchased for... 

And 300,000 units are sold for...... 

Leaving an obvious merchandising cash profit of. 

But the ‘average cost or market’ method of valuing inventories ‘and arriving at 
profit or loss for the year must yield the following results: 


ye 
SU UNIS Sco icc iceac eases 


500,000 units......... 
Giving an "average cost" per unit of.................. 


. $200,000 
$459,000 


$659,000 
$1.32 


Opening inventory 
Purchases 


Since 300,000 units were sold, the closing inventory would remain at 200,C00 units 
valued at the average cost ($1.32 per unit) or.....: 

Cost of Sales is the wineowen between $659,000 and d_ closing inventory of 
$264,000 or ..... 

Since sales of 300,000 ‘units. were y made for.. 


$264,000 


. $395,000 
. $495,000 
The profit under this most conservative of allowable inventory methods would be. $100,000 
It will be seen that this total consists of 

Inventory profit of . 

and Realized Income of. 


$64,000 
.$36,000 
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Good Stores Deserve Good Windows 


Window display used by Saks-5th Avenue, New York, to introduce the sensational new 


walled last in men’s shoes. 


Use of suit, hat and accessories helps to strike the fashion 


keynote and show the correct costume background for this type of shoe. 


EVERY shoe man knows from his own experience 
that style and style ideas constitute an ever-changing 
element affecting his business. While most of the 
principles that govern retail merchandising practice 
are as constant as the fixed stars, fashion is a kaleido- 
scopic picture in which color, line and pattern merge 
and separate to form a shifting background for the 
retail scene. Style themes of the past may reappear 
from time to time, but in some new form and seldom, 
if ever, precisely the same. 

Most shoe men will probably agree also that there 
has been, in recent years, a fairly constant evolution 
and improvement in the taste of the public with re- 
gard to shoe styles and styles in general. A lot of 
influences have contributed to this process of educa- 
tion. With the growth in style consciousness on the 
part of the public, manufacturers have been paying 
more attention to the element of design and engaging 
the services of more skilled and talented designers. 
The movies have been an educational influence of tre- 
mendous importance in molding public appreciation 


of good style. And this is true, not only with regard 
to apparel and shoe fashions, but in styles of build- 
ings, decorations, house furnishings and practically all 
of the objects with which we come in contact in the 
course of our daily lives. 

This fact, no doubt, explains likewise the tremendous 
interest in the modernization and improvement of shoe 
stores, within and without, that is now sweeping over 
the country. Styles in stores are changing, and it is 
almost as important nowadays for the shoe man to 
make sure his store is up-to-date and attractive in ap- 
pearance as it is to satisfy himself that his shoes ex- 
press the latest fashion ideas. The public responds 
to an up-to-date and well-appointed shoe store in the 
same manner that it reacts to a smartly designed new 
shoe, namely, with enthusiasm and appreciation. Sim- 
ilarly it receives the same sort of an unfavorable im- 
pression from a store that is neglected and run down 
that it receives from an outmoded shoe. 

Up-to-date stores, like fashionable merchandise, are 
positive factors contributing to the sale of merchan- 
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dise now and the” building of prestige for the future. favorable impression. Suits, coats and other large 
Backward stores, like shoes that are out of style, leave objects can be tastefully arranged to create an attrac- 
a negative impression in the mind of the prospective tive display with very few decorative accessories. But 
customer and sales are lost in consequence. to direct the attention of the public to a group of shoes 
you must arrange them attractively and create a back- 
IF there is any part of the shoe store that stands out ground and setting that will be interesting, artistic and 
more than all others, from the viewpoint of the cus- appealing. 
tomers, it is the display windows, for the average The several windows we are showing in the illus- 
customer gets his first impression of any store and its trations this week have these desirable elements of in- 
merchandise from what he sees in the window. Taste terest, harmony, balance and eye-appeal, as well as 
in window displays has been passing through the same the up-to-dateness that stamps them as expressive of 
sort of evolution that has transformed ideas of what the spirit of a modern store. Consider, for example, 
constitutes good style in interior decorations, in archi- the two windows from the store of J. W. Robinson Co. 
tecture, in the design of automobiles and what not. The in Los Angeles. One is an attractive showing of 
public today resents a window that is filled with a women’s sport shoes from the Arnold Authentic sec- 
conglomerate mass of merchandise, with no intelligent tion, with a fashion figure to give life and human 
effort on the part of the display man to create an interest, besides suggesting the type of costume with 
attractive, interesting display. It expects balance of which the shoes are to be worn; the other, a window 
design, harmony of color and an effect that is pleasing of men’s shoes, mostly sport types, including custom- 
to the eye. wy a made shoes selling as high as $25 a pair, with regular 
Customers react mentally to the general appearance stock shoes at $12.50. This display, according to re- 
of a window before they even have a chance to survey _ ports, was a great success and resulted in a gratifying 
the individual items of merchandise, and this is es- number of actual sales. 
pecially true when the objects are small, as in the The attention getter in this window consisted of 
case of shoes. An automobile in the window of a_ shoes in various stages of construction, together with 
salesroom is a display in itself and requires no other parts and materials of shoes similar to those on dis- 


object to attract interested observers and to create a [TURN TO PAGE 69, PLEASE] 


Two successful shoe win- 
dows by J. W. Robinson 
Co. store, Los Angeles. 
The woman’s shoe win- 
dow, at the top, featured 
a special promotion of 
sport shoes; the men’s 
shoe window was part of 
a Spring campaign to in- 
crease sales in the qual- 
ity grades. It resulted in 
72 sales at $12.50 in three 
days. 


Customers form 
their first impres- 
sion of a shoe 
store from the 
windows, and 
windows should 
receive primary 
consideration in 
every store mod- 
ernization plan 
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we your customers ask for an 


economical shoe, explain to 
them that what they really want is a 


shoe with extra wear in the sole. 


That means the shoe with the Goodyear 
Wingfoot Sole. 


For everyone knows that the value of 
a shoe in service is measured largely 


by the life of the sole. 


Show these easy-walking, sure-footed, 
waterproof soles on the shoes you sell. 
You'll soon find how they will gain 


you new customers, satisfy your old 


America’s Fastest-Selling Sole | customers — and increase your profit. 





When writing advertisers please mention Boot and Shoe Recorder 
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WINGFOOT 
SOLES“ HEELS 
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WHICH is best for the employee—P.P. or P.S. or 
P.Y.? The three symbols that indicate payment of 
wages on the “per piece” basis, or the “per season” 
basis or the “per year” basis. These three symbols 
will be more and more in the public eye as time 
goes on. 

First, speaking in terms of retail shoe stores, there 
are merits and demerits to the P.P. (per piece) plan— 
or, as translated; into shoe store language, “so much 
commission on -the sale ‘of a pair of shoes.” When 
employees are paid on a strictly commission basis, 
without drawing account, there are peaks and valleys 
of income, satisfactory and unsatisfactory to the con- 
tinuance of regular living standards. The worker gets 
paid for sales made, with scant thought given to the 
degree of service rendered. 

The second division is wages in season and unem- 
ployment out of season. The store that has eight 
clerks during the busy months may reduce to two 
clerks in the less active months; and it is obvious that 
there is a great deal of distress, hardship and dis- 
satisfaction under this plan. 

The third plan is the basis of annual earnings for 
full time employment—perhaps the most satisfactory 
basis of all. The retail store salesman has some defi- 
nite assurance of a continuing wage and constant em- 
ployment and he can increase his remuneration by 
increasing his quota of sales, his service to customers 
and his general usefulness. 

We outline these three divisions of recompense as 
preface to a little story as follows: About this time 
a year ago, the operator of a number of stores de- 
cided to look into the annual wage earnings of all 
his employees. He discovered that in one store, for 
example, eight clerks were employed eight months 
in the year and three clerks were employed twelve 
months in the year. He was curious to know how the 
men made out who were receiving only eight months’ 
wages. He talked with them and found that they 
suffered considerable financial distress during the 
off seasons, even though they made good money dur- 
ing the good selling seasons. 

He then devised a plan whereby wages could be 
paid these good men the year round, even though they 
may not be doing productive work more than eight 
months. He arranged for generous vacation periods 


1936 
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P.P. or P.S or P.Y. 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


and an equalization of the work and the result was 
extremely satisfactory to the entire crew. Naturally 
it cost him more than under the old plan of hiring 
during good seasons and firing during bad. But his. 
reward came in the middle of the Winter, when a 
compaign of unionization was being conducted and 
although all sorts of promises and threats were made 
to his men, they held their allegiance to the store. 

So there is something in the philosophy of P.Y. 
(per year) payment, as against P.P.-(per piece) or 
P.S. (per season). Would that other stores would 
give thought to the problem of holding good mem 
during low seasons as well as peak seasons at retail. 
Not so many weeks hence comes the period of slower: 
business and the age-old problem of seasonal unem- 
ployment. Maybe you can discover ways and means. 
of nullifying its hardships. 

Some progress has been made in manufacturing, to: 
give the worker the benefit of P.Y. (per year) em- 
ployment. Quoted the country over is H. L. Nunn, 
president of the Nunn-Bush Shoe Company, who has: 
successfully accomplished what has been believed al- 
most impossible—shoemaking P.Y. (per year) in- 
stead of P.P. (per piece) or P.S. (per season). Re- 
cently, Mr. Nunn said: 

“The attitude, almost universally accepted among employers, 
is that it is entirely all right for them to put up a sign, ‘Shop- 
works two days this week,’ and thereby to be free of all re-- 
sponsibility for paying wages to the workers who depend upon 
their shop for their living. This attitude comes from the feel-- 
ing that labor is a commodity, and that the employer is en- 
titled to treat it as such. It is a comforting thought to the 
employer, but it does not help the worker much in paying his- 
grocery bill and his rent. The natural reaction is strife, for 
the worker—on the receiving end of this inherently unpleasant 
philosophy—sees its unfairness beyond all question. 

“And the employer eventually loses as a consequence of 
the resulting waste. 

“We have no illusions that our company has as yet de- 
veloped anything that approaches perfection in the field of 
industrial relations. We are making steady efforts in this direc- 
tion, however. We think that our fifty-two-week salary plan: 
is a step in the right direction because it makes life less com- 
plex for the worker—likewise, because the plan brings to bear 
on our management a pressure to even out the flow of work: 


through our factories, and thus makes us more efficient in 
other phases of the business as well as in industrial relations.” 
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THIS PATENTED SPECIALTY 
SHOE WILL 


bring in the ‘Men 














“LS i ee a Sale EG], 


~ Patented 
U.S.Pat. Office 


@ The men’s trade in hundreds of stores has taken on new ac- 
tivity with the featuring of Porto-Pedic Air Cushioned Shoes. 


In these shoes sales-people have something to talk about. Customers 
become immediately interested. They're highly impressed with 


White one the demonstrated resiliency and comfort. 
Nubuck Bal, a 
Saxon Last 


~ All this—and more—to retail at $5.00 per pair. Smart styles, high- 


est quality leathers, excellent shoemaking—24 numbers in stock, 
including an attractive selection of sport shoes. 


You will be amazed with the easy salability of the Porto-Pedic Shoe 
—and its remarkable repeat business. 


PORTAGE SHOE MFG. CO., Milwaukee, Wis. 


PORTOLedcc 


* AIR CUSHIONED SHOE * 


by PORTAGE 


White 
Nubuck Bal, 
Plain Toe Last 


White 
Nubuck Bal, 
Custom Last 
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ALL HEAVEN’S MY STORE 


sagraaaaean ati 
ee 


MERCHANT: ‘“There’s a pair of 2. CUSTOMER: “Pretty. — worn they 
ph you can’t beat. Lots of wear left are, too. What’s the price? 
in ’em, and I'll sell ’em cheap.”’ 


MERCHANT: “Never mind the price 
CUSTOMER: “I’ll try ’em on, but |. i : 





till you see how they fit. You can’t do 


they look a little small.” better anywhere on the East Side.” 


3. CUSTOMER: “Ah, |! s ; 4. CUSTOMER: “Listen, my fren’, let’s 
were tight.” . a ee get down to business. Call it a dollar 
MERCHANT: “What if they are 2 oa appetites Hon gps sgl 
ee eee By clsses Sine the woney and thee 
yours.”’ 
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FEATHERETTE 
Colored Crepe Sole—insole to 
mateh. Perforated Buck - ide 


White upper—red le—9210-9 

up so! 

White upper—biue sole—9210-3 

White upper—white sole—9210 REGISTERED 


Four Fast Selling 


SUMMER 
NOVELTIES 


to retail 


(4.00 5, $4.19 


RUBBER ridg 
MANUFACTURERS AND DISTRIBUTORS OF A COMPLETE LINE OF LIGHT WEIGHT AND HEAVY DUTY 


RUBBER FOOTWEAR—LIGHT WEIGHT RUBBERS AND 
GAITERS—WORK RUBBERS, PACS AND BOOTS. 


Reflecting important style notes of much 
higher priced footwear, these four sandals 
have gained instant favor for their smart- 
ness and low retail price. Note the colored 
crepe soles—and insoles to match—a Cam- 
bridge origination. Typical of the Cambridge 
summer line in volume sales build- 
ing ability—and profit possibilities. 
WRITE OR WIRE THE NEAREST BRANCH 


LEATHER SHOE DIVISION 
CAMBRIDGE, MASS. 


© NEW YORK: 125 DUANE STREET 
* CHICAGO e ST. PAUL 
317 W. MUNROE BROADWAY AND 
Trade Mark AVENUE STREET PRINCE STS. 


NUDETTE 

Colored Crepe Sole—tinsole to 

match. Perforated and pinked 

py A ‘oven vamp straps in brilliant 
White upper—biue sole—8410- 3 Mexican coloring. Twisted rope 
White eoser—white sole—9410 laces. White soles. No. 7609. 


SANDALETTE 
Colored Crepe Sole—insole to 
match. Buck-ide upper. 


White miei 8 pe sole—98! e °. 
White upper—blue sole—9810 


White upper—white soe 9810 
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Figure and Buy 





COST 











MARGIN 


407, 


if 











YOU WANT 
TO GET BY 





THE RIGHT WAY TO FIGURE 





66THEY must figure and buy if they want to get by, 
for if they buy and then figure, they are apt to go 
bye-bye.” So said Fred C. Myers, trustee, in conclud- 
ing the story of a bankruptcy case. 

“This is a story of a shoe failure. That is the reason 
I tell it to shoe men.” Myers has handled many shoe 
failures. He said: “It is not the fact that so many fail 
which surprises and puzzles me, but that more men, 
shoe men and other types of business men, do not fail. 
So many are totally ignorant of business mathematics. 

“Overhead is something few shoe men figure cor- 
rectly, if at all, and only a very few can figure profit.” 

Then he told me about the Wiggle boys. 

“Wiggle is not the real name but serves well in this 
instance because they wiggled through ten years of 
actual insolvency, before their doors were placarded 
with the receiver’s notice. 

“When the receiver’s inventofy was completed it 
revealed 100 pairs of shoes were on the shelves. Dur- 
ing the final year they were in business none of the 
reliable houses with which they had transacted business 
would ship shoes to them. When they had sold a pair 
of shoes during that period, one or the other of the boys 


MARK-UP 


The selling price of an article should cover the 
cost of the merchandise, all expenses and net 
profit. The selling price is the whole amount. 
The selling price of an article, therefore, always 
equals 100%. 

’ Now if the selling price is 100% and the margin 

is 40%, the cost of merchandise must be the 
difference between the two, or 60% of selling 
price. 
If an article costs $3.60 and the percentage 
cost is 60%, then 60% equals $3.60. Therefore, 
to find the selling price, or 100%, it is necessary 
first to find 1%. To do this, divide the cost, 
$3.60 by 60%: 


60) $3.60 ($.06 1% of Selling Price 


Now if $.06 is 1% of the selling price, the selling 
price, or 100%, must be 100 times $.06 or 
$6.00. Here is the proof: 


Multiply $6.00 Selling Price 
by 40 % Margin 


Margin 





From $6.00 
Subtract $2.40 


$3.60 


Selling Price 
Margin 


Cost 





by Orville Bomig 


would use that money to buy coal or groceries. They 
were, apparently, that hard pressed. And yet, never 
was a party given at the Elks’ Club which they and 
their wives did not attend. They thought they must be 
seen at various social affairs in order to hold their 
business. Isn’t that funny? The machinery in the shoe 
shop had™been mortgaged to pay for the paint job on 
the old Packard. 

“One of the boys insisted that we accept his invita- 
tion to dinner. I noticed that his shoes had been half- 
soled, but he ate in his ‘tux’ just the same. The flowers 
on the table probably had been charged. 

“Men in our position do not hand out favors and we 

[TURN TO PAGE 50, PLEASE] 
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made by Davidson 


Left —No. 0262 cut 
from choice 6 ek 
Kip—tailored tin bal 
oxford, with Oak 
Bend soles, leather 
quarter lining and 
hard heels. 


Right--No. 8766 cut 
from brown Saratoga 
uck, plain_ toe 
blucher oxford. Hard 
heels with extra heavy 
leather soles. 


Left--No. 8272 cut 
from choice black 
Kip—short wing tip 
tailored bal oxford 
with novel air-cord 
tip. Oak Bend soles, 
leather quarter _lin- 
. ing and hard heels. 
Also No. 8172 saddle 
tan Kip— No. 8767 
brown Saratoga Buck 
—No. 8667 grey Sara- 
toga Buck. 

* 
Kight—No. 8271 cut 
from choice black 
Kip, bal oxford 
Wingtip, perforated 
vamp with quarter 
and foxing leather 
quarter lining. Oak 
Bend soles. hard 
heels. 

Also No. 8171 ma- 
roon Kip—Ne. e176 
saddle tan Kip—N 
8762 brown ‘Amherst 
grain — No. 8662 
black Amherst grain. 
. 
Left--No. 8265 cut 
from choice black 
Kip, fancy air-corded, 
plain toe blucher ox- 
ford. Oak Bend soles. 
leather quarter lin- 
ing and rubber heels. 
Also 0. 8165 ma- 
roon Kip—No. 8668 
black Amherst grain 
—No. 8768 brown 
Amherst grain— No. 
8760 brown Saratoga 


Bue! 
8175 tan a ‘saddle 
tan Kip. 


Right—No. 8763 cut 

from brown — 

a 

hard 

Oak Bend soles, 

leather quarter lin 
ing 


jn vs man Welt Shoes. in Make Your Own Name 
pn gyne Calt Ay Oe nt Famous With These Features 
saver on nee Eee fer ie iis LEATHERS... Saratoga Buck, Scotch Grain, Alligator Grain, 
; Amherst Grain, Saddle Tan, Choice Oak Bend 
Soles, Choice Black & Brown Kips. 


High Shoes $2.20 less 5% how you can buy better shoes 
10 days—Hard heel oxfords for less money. 

$2.10 less 5% 10 days— 1 Stock 50 Stvles 
Rubber heel oxfords $2.00 Sizes 5 to 12—Leather 


SHOE COMPANY lees 5% 10 days. double sole styles—Five 


Write for free catalog—learn High ! Shoes 
A DIVISION OF THE GENERAL SHOE CORPORATION, NASHVILLE, TENNESSEE 
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In Stock 
2 WHITE STYLES 


at ‘2.50 each 


Our $4 Fashion Welts and Fashion Welds are always fast 
sellers and profit makers. This line of whites includes tailored, 
sports, and dressy styles . . . oxfords, pumps, T- and sabot 


straps ... low and high heels. Everything wanted for Summer. 


SUASSAR, showing the peasant trend 
in its sabot strap, and trimmed with 
square and round punchings. White calf. 


In sizes 4 to 9; widths AAA to C. 


BERNICE, a sleek oxford with neat 
rows of stitching and perforations. Goes 
well with many summer costumes. 
Comes in white, brown or black kid. 


Sizes 2!/2 to 10; widths AAAA to D. 


UNN aw. M°CARTHY, unc. 


AUBURN, NEW YORK 
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for At Once Delivery 
TO RETAIL AT $4 


Dunn and McCarthy's in-stock service is famous. Numbers 
can be shipped within 24 hours of receipt of your order... 
not only in the 22 white styles, but in all other colors and styles 
as well. Sizes 2!/2 to 10; AAAA to E and EEE. 


DOLLY, with simulated saddle ef- 
fect achieved by stitching and punching. 
Just right for new tailored sheers. White, 
blue, brown or black kid. 


In sizes 2'!/2 to 10; widths AAAA to D. 


RUTH, a fringed tongue oxford 
that is a classic for sports. The airy punch- 
ings make it especially cool. White 
nubuck or brown ruffit. 


In sizes 3 to 10; widths AAAA to C. 


$4 FASHION WELTS so FASHION WELDS 


AUBURN, NEW YORK 
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Cool as a Cube. 


attached to the “ice cubes.” 


very striking. 










































The black “skyline” with a few cutout win- 
dows in the buildings sets off the dark blue 
night “sky.” Against the “sky” is one large 
skyrocket made of a tip of white card, a body 
of red card, and “streamers” of white sticks. 
A few small rocket bursts, colored ribbon 
agitated by an electric fan, give a touch of 
realism. 


THE period from June 1 to the Fourth of July and 
the great vacation exodus, June offers a wide variety of 
promotional tie-ups, to add interest to your strictly 
merchandise build-ups. 

Outdoor life, week-ends, vacations, Summer social 
activities and warm weather generally, make this a 
great month for active and spectator sports footwear, 
and also for evening slippers for formal and informal 
affairs. 

Along with other wearables, shoes have a natural 
high demand in June, and should be played up in 
advertising and displays to make the most of the nor- 
mal buying high. 

In the list of promotional opportunities are also 


HIGHLIGHTS 


June Selling Program 


A cut out idea 
for window or interior display, 
painted on braced compoboard in 
greens, blues and whites. The shoes 
are placed on the narrow shelves 
Used 
5 to 6 feet high, this set will be 
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of 


Against a blue panel that changes 
to green at its base, simulating blue 
sky, place a number of cut out but- 
terflies in Summer shoe colors— 
featuring “Light and Airy, Summer 
Shoes in Butterfly Hues.” 


June weddings, Father’s Day (June 21), graduation, 
camp shoes. U. S. Open Golf Tournament, Short Hills, 
N. J., June 4, 5 and 6, and the British Open Golf 
Tournament at Holyoke, June 22 to 27. Saturday, 
June 20, will be widely merchandised as Children’s 
Day, preceding Children’s Day, celebrated in churches. 
June 14 is also Flag Day. - 

In addition, there are various holidays and events 
of a sectional or local character that afford opportuni- 
lies to create tie-ups that win public attention. 

June is a good month, make the most of it in ads 
and displays. Be very sure to give your store a fresh 
new Summery appearance; make it look cool and in- 
viting. Greens and blues are cool—colors that can be 
used to advantage in Summer window trims and store 
decorations. 

Could you see the skill and effort used in the in- 
terior displays of New York’s biggest stores, I’m sure 
you would appreciate more than ever, the value of 
“atmosphere” and merchandise display in the store. 
And remember, please, these displays are there be- 
cause they make more sales. 
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the Shoe Fashion Guild Show 
and 
NEW, BEAUTY 
by 


et 


Always the first in beautiful footwear—always the leader in new 
thoughts and ideas for every season's fashion—Tupper now an- 
nounces a charmingly new and original selection of slippers and 
sandals which will capture the heart of every fair young thing 
who plays and dances her way through the gayest and happiest 
months of the year. 
She demands always the smartest and the finest footwear and 
naturally her permanent choice is Tupper. 
On display at Shoe Fashion Guild Show, The 
Waldorf-Astoria, New York City, May 18, 19 and 20 


TUPPER, INC. 
352 Fourth Ave. 


NEW YORK 
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LIST OF EXHIBITORS 
as of May 10, 1936 


* 


Acme Shoe & Sandal Corp..... 


Advance Wool Skin Shoe Co... . 
Air-O-Pedic Shoe Co.... 
Albrow Shoe Co............. 


American Shoe Co........ Framingham, Mass. 
Ansin Shoe Mfg. Co............ Athol, Mass. 
_— Shoe Mfg. Co......... Athol, Mass. 
Monae” | Shoe Mfa. Co.......Athol, Mass. 
E. R. Apt Shoe Co........... Rockland, Mass. 
Arnold Bros. & Co... . .. East Weymouth, Mass. 
Arrow Shoe Co.............. Danvers, Mass. 
Art Craft Shoe Co.............. Lynn, Mass. 
Artco Shoe Co............. Spencer, Mass. 


Astor Shoe Mfg. Co.... 
John B. Atkinson 


Ault-Williamson Shoe Co. 
Bancroft Walker Co........ 


Banner Slipper Co., Inc... . 
Barbour Welting Co. 
Baris Shoe Co., Inc.. 


Bata Shoe Co....... 
Bates Shoe Co.. 

B & B Shoe Co.... 
Beaudin Shoe Co. 
Beckerman Shoe Corp., 


Brooklyn, N. Y., and Kutztown, Pa. 
. Beverly, Mass. 


Beverly Shoe Co............. 


Blue Ribbon Shoemakers........ St. Louis, Mo. 
Blum Shoe Mfg. Co..... . .Dansville, N. Y. 
Bona Allen, Inc... .. ; .. Buford, Ga. 
Bond Shoe Co. New York, N. Y. 
Bradd's, Inc. Haverhill, Mass. 


Brilliant Bros. Shoe Co.. 
Brindis-Drapler Co... 


Brown Shoe Co... 
B. W. Footwear Co. 


Central Slipper Co... .. ...Bayonne, N. J. 
Champion Shoe Mfg. Corp.. New York, N. Y. 
Chelmsford Shoe Co. 
Chesapeake Shoe Mfq. Ga... "Baltimore, Md. 
Cinderella Shoe Co............. Auburn, Me. 
M. B. Claff & Sons, Inc...... .Randolph, Mass. 
ee IE Moos cove cease Auburn, Me. 
Colonial Shoemakers, Inc... .... . Boston, Mass. 
Comfort Sandal Mfg. Co., Inc., L. I. City, N. Y. 
Compo Shoe Machinery Corp.. . Boston, Mass. 
Consolidated National Shoe Corp., 

Boston, Mass. 


Brooklyn, N. Y. 
Adelle Footwear Corporation. . New York, N. Y. 
.Chicago, Ill. 
. .Brockton, Mass. 
. Everett, Mass. 


..New York, N. Y. 
‘ . .Boston, Mass. 
Augusta Shoe Corp............. Auburn, Me. 
Auburn, Me. 
George H. Ayer & Son, Inc., Manchester, N. H. 
.Waltham, Mass. 
Banner Shoemakers, Inc.. West Peabody, Mass. 
..New York, N. Y. 
eae Brockton, Mass. 
.....New York, N. Y. 
Barr & Bloomfield Shoe Mig. Co., Seabrook, N.H. 
. .Boston, Mass. 
.Webster, Mass. 
.Chicago, Ill. 

.. Hanover, Pa. 


Boston, Mass. 
Lawrence, Mass. 
Brockton Boot & Shoe Co., Cooperative Shoe," 
Brockton, Mass. 
; ; . St. Louis, Mo. 
Burlington County Shoe Co... Mt. Holly, N. J. 
.... Worcester, Mass. 
Case Sune Go... .. 2.250555 Carthage, Mo. 


.. Lowell, Mass. 





.Cincinnati, Ohio 
. New York, N. Y. 


Consolidated Shoe Corp.... 
S. Cooper Mfg. Co......... 


ae New York, N. Y. 
Curtis Shoe Co., Inc......... Marlboro, Mass. 
Joseph F. Corcoran Shoe Co., Stoughton, Mass. 
Cord Suee Ge... 5.5.55. cee Beverly, Mass. 
Chas. Cushman Co............. Auburn, Me. 
Dainty Maid Shoe Co........ Haverhill, Mass. 
C. H. Daniels Process Co....... Natick, Mass. 


Dartmouth Shoe Co............ Boston, Mass. 
Devine & Yungel Shoe Mfg. Co., 
New York, N. Y. 
Dewey & Almy Chemical Co. (Darex Division), 
North Cambridge, Mass. 
Dickinson Shoe Co..............Lynn, Mass. 
Dine Shoe Co......... _.. Wakefield, Mass. 
Dingley Foss Company . Auburn, Me. 
W. L. Douglas Shoe Co. Brockton, Mass. 
Dunn & McCarthy, Inc.........Auburn, N. Y. 
Durand Shoe Co....... .. Richmond, Me. 
Dyer & Hall, Inc................ Auburn, Me. 
Charles A. Eaton Co......... Brockton, Mass. 
F. S. Elam Shoe Co.... _..Rochester, N. Y. 
Edmar Footwear Corp........ Brooklyn, N. Y. 
John Emerson Shoe Corp.... . Rochester, N. H. 
Enna Jettick Shoes, Inc. .. Auburn, N. Y. 
L. B. Evans' Son Co......... Wakefield, Mass. 


Federal Shoe Co............... Lowell, Mass. 
Fenway Shoe Co., Inc .......Auburn, Me. 
Fisher Shoe Co.......... Jamaica Plain, Mass. 
Fit-Rite Slipper Co., Inc.. .Port Chester, N. Y. 
Five Star Shoe Co...... Long Island City, N. Y. 
Fleisher Shoe Co.............. Nashua, N. H. 
Forest Park Shoe Co.......... St. Louis, Mo. 


Franzen Shoe & Slipper Co... Worcester, Mass. 
A. Freedman & Sons, Inc.. New Bedford, Mass. 
J. Freeman Shoe Co., Inc., Somersworth, N. H. 
Gaffney-Sulkis Shoe Co........ Boston, Mass. 
Gardner Shoe Co............ Gardner, Mass. 
GilAsh Shoe Co.. —— Mass. 
E. J. Givren Shoe Co. Inc. _. Rockland, Mass. 
H. C. Godman Co.. ..Columbus, Ohio 
Gold Seal Rubber a ow Boston, Mass. 
S. Goldstein & Sons....... . .Boston, Mass. 
Gotham Shoe Mfq. Co. Binghamton, N. Y. 
Grand Footwear, Inc. _... .Passaic, N. J. 
Granite Shoe Co... . .Haverhill, Mass. 
Granite State Shoe Co. Portsmouth, N. H. 
Great Northern Shoe Co... .Manchester, N. H. 


W. S. Green Co............ Williamsport, Pa. 
Green-Bell Shoe Co.......... Haverhill, Mass. 
Green Shoe Mfg. Co.......... Boston, Mass. 


Grossman Shoe Co., Inc... Parkersburg, W. Va. 
Halpern Shoe Mfg. Co... ....Haverhill, Mass. 


Hannahsons Shoe Co......... Haverhill, Mass. 
Harbro Mfg. Corp.......... Bellows Falls, Vt. 
Harvard Shoe Co.............. Boston, Mass. 
Headway Shoe Corp.........Webster, Mass. 
ere Nae. 5 os! i ees 2 3 Hudson, Mass. 
Hoague-Sprague Corp........... Lynn, Mass. 
Holly Shoe Co..............Littleton, N. H. 
Holmes-Bohr Co............... Auburn, Me. 
Vincent Horwitz Co., Inc.....New York, N. Y. 
OE SS oe ee Boston, Mass. 


When writing advertisers please mention Boot and Shoe Recorder 











BOOT AND SHOE RECORDER, May 16, 1936 


Everybody 


1S coming to the 


BOStUs 


Hubbard Shoe Co.. .Rochester, N. H. 


George W. Hubler Shoe Co...... Auburn, Pa. 
A. R. Hyde & Sons Co.. .. .Cambridge, Mass. 
Hy-Style Shoe Co............. Hallowell, Me. 
Ideal Shoe Co.............. Lawrence, Mass. 
A. Jacobs & Co................. Lynn, Mass. 
H. Jacobs & Sons Co......... Brooklyn, N. Y. 
Kennebec Shoe Co........... Hallowell, Me. 
Keystone Slipper Co........ Philadelphia, Pa. 
Kleven Shoe Co.............. Spencer, Mass. 
Knight Slipper Co............Brooklyn, N. Y. 
Knipe Bros., Inc............. Ward Hill, Mass. 
Koss Shoe Co.................. Auburn, Me. 
A. S. Kreider Shoe Co.......... Annville, Pa. 


A. S. Kreider Shoe Mfq. Co., 
Elizabethtown, Pa. 


Chris Laganas Shoe Co......... Lowell, Mass. 
Lancaster Shoe Co........ Elizabethtown, Pa. 
Langer-Lippman Co............ Boston, Mass. 


Leonard & Barrows Shoe Co., 

Middleboro, Mass. 
Lenox Shoe Co., Inc...........Freeport, Me. 
Al and Sol Levine............. Boston, Mass. 
Little Falls Felt Shoe Co... . . Little Falls, N. Y. 


Lippert Bros., Inc........... New York, N. Y. 
Philip Lorman Shoe Styles... . New York, N. Y. 
Lorraine Shoe Co............. Malden, Mass. 
Lou-Mac Shoe Co., Inc........ Chelsea, Mass. 
Lown Shoe Co................. Auburn, Me. 


John E. Lucey Shoe Co... .Middleboro, Mass. 


Maine Shoes, Inc............... Auburn, Me. 


J. Nelson Manning Shoe Mfg. Co., Inc., 


Worcester, Mass. 


John P. Manning & Co....... Marlboro, Mass. 
The L. V. Marks & Sons Co.. .Cincinnati, Ohio 
Maybury Shoe Co........... Rochester, N. H. 
Mayer-Herman Shoe Co....... Brooklyn, N. Y. 
Mayville Shoe Co............. Mayville, Wis. 
Melrose Slipper Co........ Little Falls, N. Y. 
E. L. Metzner Shoe Co....... Haverhill, Mass. 


Frank C. Meyer Co., 

Lawrence, Mass. and Brooklyn, N. Y. 
Meyer Martha Washington Shoe Co., 
Milwaukee, Wis. 
.Lawrence, Mass. 


_. Milford, Mass. 


Milchen Shoe Co.......... 
Milford Shoe Co.... 


Milius Shoe Co................ St. Louis, Mo. 
Miller, Hess & Co............... Akron, Ohio 
PW. Minor & Sons, Inc....... . Batavia, N. Y. 
Monarch Shoe Co............ Chelsea, Mass. 
Montello Shoe Co........... Brockton, Mass. 
Morphy Shoe Co.............. Lewiston, Me. 
Mound City Shoe Co........... St. Louis, Mo. 
Municipal Shoe Co........... Brooklyn, N. Y. 
The Muskin Shoe Co.......... Baltimore, Md. 
D. Myers & Sons, Inc......... Baltimore, Md. 
McNichol & Taylor, Inc........... Lynn, Mass. 
Narragansett Shoe Co........... Bristol, R. |. 
Nashua Slipper Co............. Lowell, Mass. 
National Shoe & Leather Co., Inc., 


Epping, N. H. 


National Shoe & Slipper Co., Inc., 
Worcester, Mass. 
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1936 


SMOKE FAUX 


Jume S-9-1LO 


HOTEL STATLER 
HOTEL COPLEY PLAZA 


This great mid-year event is the annual 
meeting place of retailers, manufac- 
turers, wholesalers and allied trades in 
preparatioin for the fall and winter 
footwear campaign. Here is a great 
market offering every needed type, 


grade and kind of footwear—held at 
the right time — at the right place — 
under trade association sponsorship— 
and attended by the right people. 


All nationally important footwear lines 


will be on exhibition. In addition, the 
Boston Wholesale Market, greatest in 
the country, is prepared to receive all 
visiting buyers with splendid values. 
Plan now to attend the greatest summer 
shoe show in years. 


For further information—write or wire 
THE BOSTON SHOE FAIR — c/o 
NEW ENGLAND SHOE & LEATHER 
ASSOCIATION, 166 Essex St., Boston, 


Mass. 





L. K. Newburgh Shoe Co... . .Haverhill, Mass. 
Newmarket Shoe Co....... Newmarket, N. H. 
Newmarket Novelty Shoe Co., 

Newmarket, N. H. 
Newton Shoe Co., Inc..........Lynn, Mass. 
Nobby Shoe Co..............Chelsea, Mass. 
Norway Shoe Co 
Owens Shoe Co 
M. A. Packard Co........... 


Frank H. Pfeiffer Co., Inc...Worcester, Mass. 


Philco Shoe Co Bangor, Me. 
Philips Shoe Co.............Haverhill, Mass. 
John Pilling Shoe Co Lowell, Mass. 


Pilot Shoe Co......... .... _Chelsea, Mass. 


Plaistow Shoe Co 

Pre-Welt Shoe Mfg. Co.. . 
Prime Shoe Co. Chelsea, Mass. 
Progress Shoe Co., Inc Brooklyn, N. Y. 
Prospect Shoe Mfq. Co., Inc... . Lewiston, Me. 
Prouty-Chapman Shoe Co... . Haverhill, Mass. 
Restful Footwear Co 


..Philadelphia, Pa. 


Cincinnati, Ohio 


New Bedford, Mass. 


Boston, Mass. 


Rubin Bros., Footwear, Inc., L. |. City, N. Y. 


Saco-Moe Shoe Corp Portland, Me. 
M. J. Saks Shoe Corp.......New York, N. Y. 
Louis H. Salvage Shoe Co..Manchester, N. H. 
A. Sandler Co Boston, Mass. 
Scholl Mfg. Co New York, N. Y. 
Scholnick Shoe Co.......Jamaica Plain, Mass. 
A. Shapiro & Co 


Shaw Shoe Co Lawrence, Mass. 


Jersey City, N. J. 





Sherman Bros., Mfg. Co... South Norwalk, Conn. 
_......Auburn, N.Y. 


Shoe Form Co., Inc. 
M. Sibulkin Shoe Co.......Manchester, N. H. 
William Skinner & Sons New York, N. Y. 
Somersworth Shoe Co... . .Somersworth, N. H. 
Somerset Shoe Co..............Auburn, Me. 
South Berwick Shoe Co... . .South Berwick, Me. 
James P. Smith Boston, Mass. 
Standard Footwear, Inc Passaic, N. J. 
Standard Shoe Co., Inc..... . Philadelphia, Pa. 
Stedfast Rubber Co Mattapan, Mass. 
Sterling Shoe Co Auburn, N. Y. 
Stetson-Abbott Shoe Co.........Auburn, Me. 
Stone Tarlow Co., Inc Brockton, Mass. 
The Stritter Co.................. Lynn, Mass. 
Suffolk Shoe Co....... .... Gardner, Mass. 
P. Sullivan Shoe Co.........Cincinnati, Ohio 
E. E. Taylor Corp............Brockton, Mass. 
Tower Shoe Mfg. Corp.......New York, N. Y. 
New York, N. Y. 
Boston, Mass. 
Un'ted Shoe Machinery Corp... . Boston, Mass. 
Unity Shoemakers Corp.... . . .Haverhill, Mass. 
Varsitee Shoe Co..............Salem, N. H. 
C. V. Watson Shoe Co Auburn, Me. 
Waynesboro Shoe Mfq. Co... Waynesboro, Pa. 
The Wear Ever Shoe & Slipper Corp., 
South Norwalk, Conn. 
Wellesley Shoe Co....... . Framingham, Mass. 
A. Werman & Sons, Inc Brooklyn, N. Y. 
Winship Co., Inc............... Utica, N. Y. 
Sam B. Wolf Sons Co...... .Cincinnati, Ohio 
Woodard & Wright Last Co.. .Campello, Mass. 


NEW ENGLAND'S 
ANNUAL 

SHOE 

EVENT 


——e—err- 
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eer 
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FALL STYLE TREND FORECAST 


Left to right: Harry Rogers, stylist and designer for the Vitality 
Shoe Co., St. Louis, Mo.; J. Harold Roberts, vice-president and 
general manager of the Stone Shoe Co., Cleveland; Bill Harney, 
host; Robert Fletcher, son of A. B. Fletcher, general manager of 
Vitality Division and director of International Shoe Corporation. 


CLEVELAND—With a style show which would do 
justice to a national convention, W. J. “Bill’’ Harney, 
Ohio sales representative for Vitality shoes, introduced 
Fall footwear to over a hundred guests at Hotel Statler, 
Cleveland, on Sunday, May 3. The occasion was his 
second big banquet and style show. The first was 
offered last Fall and included a Spring preview. 

Four large sample rooms were engaged at the hotel 
for a complete showig of the Vitality line. In addition, 
Parlors A, B, and C, were reserved for the benefit of 
his guests who came from all points in Ohio as well 
as Detroit and Pittsburgh. The Salle 
Moderne room was scheduled for the big evening 
banquet. 

Guests, most of whom were exclusive Vitality dealers 
in their various localities, arrived iii the after- 


beautiful 
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AT 


CLEVELAND 
SHOE SHOW 


Bill Harney Host to Retailers of Ohio 

and Bordering States at Complete Pres- 

entation of Vitality Line for Coming 

Season—Harry Rogers, Designer, Ex- 
plains Styles 


noon and spent a pleasant time greeting old friends. 
Entertainment was furnished by the genial host. 

Harry R. Rogers, stylist and designer of the Vitality 
line, came from St. Louis to stage Mr. Harney’s show. 
He was accompanied by Bob Fletcher, son of A. B. 
Fletcher, general manager of the Vitality division, 
who assisted. Bob joined the company a year ago 
upon graduation from Washington University and is 
already known to hundreds of shoe men. 

About fifty women attended the Cleveland 
salesman’s party including wives, mothers and daugh- 
ters. They were pleasantly entertained by the hostess, 
Mrs. W. J. Harney. [TURN TO PAGE 56, PLEASE] 


shoe 


Part of the ladies' group, including wives, mothers and sisters of 
retailers, who attended Bill Harney's style show at Hotel Statler, 
oe 3. Mrs. Harney pene, seated second from right. 
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Quilty clans cna whan ecery whi shoe 
GUARANTEED NOT TO AUB OFF! 





Sit Seba of, 
NEW SHINOLA WHITE 


WITH THE EYE-CATCHING FREE DISPLAYS ON NEXT PAGE 


® 























| Svwitiel FULL COLOR DISPLAYS 


TO HELP YOU SELL MORE | 


SHINOLA WHITE! 





New 
SHINOLA 


WHITE SHOE CLEANER 














SHINOLA 


SEW wnire suoe cueaner 


FOR ALL KINDS OF WHITE SHOES | GUARANTEED NOT TO RUB OFF! 





P-102 (above) — For use alone P-103 (above) — For use on‘ 
or as part of window. Full color. counter or in window display. 


sy cla nd ‘anu. wey while toe Measures 15” wide by 17” high. Full color. Size: 15" x 17”. 


GUARANTEED NOTTO RUG OFF! eteeaee stent aeeeemeeete el 
clouds. Measures 28'/: inches wide by 36 inches high. 


Ler YOUR CUSTOMERS know you sell New Shinola White. 
Women everywhere are demanding this sensational white shoe 
cleaner. Because it is the one white guaranteed not to rub 
off ! You will clean up this summer with New Shinola White. 
It’s a natural for stores that want a fast seller and a steady 


repeater. 


Cash in on this nationwide demand. Make sure this business 
comes to you. Bring in sidewalk shoppers with an eye-catch- 
ing, full color window like the one shown here. Use these 
attractive, richly colored cut-outs to increase counter business 
and tie in with Shinola’s powerful national advertising. 
They'll do your selling job for you. All dis- 

plays are FREE. Write today to SHINOLA, BOTTLES 
88 Lexington Avenue, New York City. and TUBES 


DISPLAY SHINOLA WHITE 
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THE NEW “WALLED” LAST 
AND BOX TOES 


The box toe must be relied upon in the 


finished shoe to reproduce and preserve 


the clean-cut and well-defined lines of the 


Walled Last. 


THE QUALITY BOX TOE 
Celastic Box Toes are pre-eminently satis- 


factory in accomplishing this result. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Copy American Styles in Russia 





A. |. Paulker, head of the research laboratory of a shoe manufactory in Moscow, examines 
some of the thirty-six models for men and women which the factory will produce for sale in 
Russia. 





Johnson, Stephens & Shinkle 
Salesmen Meet 


St. Louis, Mo.—During the week of 
April 26, the entire Johnson, Stephens 
& Shinkle sales force, including both 
Rhythm Step and Fashion Plate rep- 
resentatives, attended a convention and 
sales conference in St. Louis. 

Thursday morning, April 30, was 
devoted to a presentation of the new 
advertising plans for the Rhythm 
Step line. These plans received a splen- 
did reception at the hands of the 
Rhythm Step salesmen. They include 
trade paper advertising in Boot AND 
SHOE RECORDER, national advertising in 
the leading national women’s maga- 
zines, radio presentations and ads in 
sectional papers throughout the coun- 
try. > 

During the advertising session the 
next day, a new merchandising idea 
was introduced which will be an- 
nounced shortly. Fashion Plate ad- 
vertising will appear in full-page na- 
tional women’s style magazines, and 
there will be radio and newspaper ad- 
vertising, direct mail and store dis- 
play material. Plans have been made 
for the most extensive local promotion- 
al campaign of Fashion Plate shoes 
in their history. 

Representatives of the Johnson, 
Stephens & Shinkle Shoe Company in 
attendance were as follows: 

Rhythm Step: Mr. Britt, Kansas, 
Nebraska, Colorado, Wyoming; Mr. 
Brown, Metropolitan City coverage;: 
Carl P. Connor, Illinois; Mr. Hord, 
Southwest territory; J. S. Katzif, 
Midwestern territory; L. F. McDonald, 
Iowa, Wisconsin, Michigan; J. M. 
McCain, Ohio, Western Pennsylvania; 
A. J. MacPhail, New England States; 
I. Monterubio, Cuba, Mexico; Jack 
Horner, New Mexico, Arizona, Cali- 


fornia, Texas; L. R. Record, Canada 
and Northwestern states; Ford Salin- 
ger, Southeastern territory; Sam Saw- 
yer, Southern states; C. H. Williams, 
Louisiana and Texas. 

Fashion Plate: E. M. Banks, Michi- 
gan, Kentucky, Ohio, Indiana, Illinois; 
H. S. Brown, Ohio, Michigan, Penn- 
sylvania; Rush Clarke, New England 
States; Carl P. Connor, Kentucky, In- 
diana, Illinois; L. T. Hord, Louisiana, 
Oklahoma, Texas; J. S. Katzif, Iowa, 
Nebraska, Wisconsin; H. L. McLeary, 
Florida, Georgia, North Carolina, 
Tennessee; T. Monterubio, Mexico and 
Cuba; E. M. Purvis, Alabama, Mis- 
sissippi, Eastern Tennessee; L. R. 
Record, Montana, North Dakota, Ore- 
gon, Washington; Will Watson, Lousi- 
ana, Texas; F. A. Whelan, Arkansas, 
Colorado, Kansas, Oklahoma; Roy 
Tovelle, New Mexico, California, Ore- 
gon, Washington. 

Reports indicate that the coming 
Fall and Winter will be the biggest 
selling season in the history of the 
company. 


Organizes Promotion 
Department 


Boston, Mass.—The Sterling Shoe 
Company, which operates stores in this 
city and in Providence, R. I., specializ- 
ing in the sale of Vitality and Con- 
formal shoes, has organized a sales 
promotion department under the man- 
agement of C. Chaytor Mason. Mr. 
Mason’s work will be largely educa- 
tional in nature and will be designed to 
acquaint the buying public with the 
correct and corrective features incor- 
porated in these two lines. The Boston 
store, which opened late last year, car- 
ries only the women’s lines. Later the 
Conformal line for men will be added. 
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Edwards' Salesmen Meet 


PHILADELPHIA — Sales meeting of 
J. Edwards & Company, Philadelphia, 
manufacturers of children’s shoes, was 
held as a May festival of fashion, at 
the Edward offices here. The confer- 
ence was highlighted by a complete 
presentation of the new styles in 
Edwards’ Junior Footwear, featuring 
the new Fall line and new styling that 
is the result of a recent conference of 
foreign and domestic style experts; 
and by rearrangement of territories 
and increase of the Edwards’ sales 
staff. 

Added to the staff is “Joe” McCaf- 
frey, who will travel in the Virginia, 
North Carolina, South Carolina, 
Georgia, Florida and Tennessee areas. 
Also “Joe” Bannak, who will handle 
the New Jersey territory. 

Sales meetings were held through- 
out the day during the three days of 
the conference. On Monday evening, 
Jean Barbey, president of J. Edwards, 
tendered the salesmen a dinner at the 
University Club, and on Tuesday 
evening, a buffet supper was held at 
the country estate of R. Wildbolz, vice- 
president and treasurer. 

Others of the sales force, in addi- 
tion to McCaffrey and Bannak, attend- 
ing the sales meeting, were: “Bill” 
McDaniel, New England; Nathan 
Nathan, Greater New York City; 
“Bill” Liggett, Pennsylvania, Mary- 
land and District of Columbia; “Jim” 
Player, Tennessee, Alabama, Missis- 
sippi, Colorado, Louisiana, Arkansas, 
Missouri, Kansas, Oklahoma and 
Texas; “Jack” Brown, West Virginia, 
Chio, Kentucky and Indiana; “Leo” 
Dowd, Michigan, Illinois, Wisconsin, 
Minnesota, Iowa and Nebraska, and 
Eugene Sternberger, the Pacific Coast. 





Attends Marshall Field Show 


Cuicaco—L. L. Lindsey, field sales 
supervisor of Selby Shoe Co., was in 
Chicago to attend the “Arch Preserver 
Week” which Marshall Field & Com- 
pany put on last week. Mr. Lindsey 
was accompanied by Dr. Ferguson, of 
Selby’s Foot Clinic, and Mr. Timm, 
their last expert. Marshall Field’s had 
their Arch Preserver department all 
dressed up with flowers, two hostesses 
in attendance, and sent out special in- 
vitations for this Arch Preserver 
Week. 

Mr. Lindsey returned to Portsmouth 
by plane on Friday. He will leave very 
shortly for a month’s tour of the 
Pacific Coast, visiting with Selby’s 
customers on the Coast. 


Expanding Sales Force 


St. Louis—Due to advance demand 
for the new line of Stylizers recently 
announced by Stix, Altman, Weiner, 
Ine., Cincinnati, Richard Stix, pres., 
states that they are expanding their 
sales force considerably. The new mer 
will be announced shortly. 
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NO RUBBING 
IN. THE HEEL 


| NO RIPPING 





| AT THE BACK 


__ | NO BINDING OR 
RUBBING IN THE 





| TENDONS 


T FOR WORKING FEET 


free from rubbing at the heel or binding of 
tendons. There is also the additional satisfac- 
tion of having a shoe that will never rip be- 
cause of seams at the back. Ask our salesman 
to show you this Premold feature. It is a real 
business builder. 


PREMOLD — seamless back is a new and 
exclusive feature in work shoes. The quarters 
are of one piece molded to shape by a special 
operation prior to the usual lasting. The lin- 
ings are also molded. Thus the wearer of 
heavy duty shoes is certain of perfect comfort 


THE KEY TO SUCCESSFUL RETAILING 


@ MORE WEAR @ SAFE STYLING @ BROAD SELECTION 


PETERS SHOE CO., SAINT LOUIS, MO. 


@IN STOCK @ QUICK DELIVERY 


Branch of International Shoe Company 
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WHAT TAKES PLACE IN LEATHER 








and attractiveness of this color range. 
Stores are just beginning to sense its 
potentialities for substantial business. 
This russet interest isn’t just a flash. 
It’s a cycle and we are still very much 
on the up-curve. 

But in promoting russets for Fall, 
it is very important to choose a shade 
with depth and a shade more subdued 
than the Spring versions. Choose your 
russets to look right for Fall. Beware 
of carrots. They will be indigestible 
in September! Choose Chaudron as 
your best promotional color and don’t 
overlook the more conservative bright 
browns of the swagger family which 
every woman can and will wear. 

The next most talked about color is 
Aubergine—much discussed because it 
is the newest idea the Fall has to offer. 
Interesting as this egg-plant skin 
shade is, it is bound to remain a high- 
light. It is too hard to differentiate 
from black to stand on its own feet. 

For high-style shoes it’s a lovely, 
rich, ultra-sophisticated color. For the 
middle and lower grades, it’s tricky 
business. 

Oxblood, on the other hand, is ex- 
pected by many keen stylists to be a 
Fall dark horse. It’s perfectly tuned 
to the deep, bluish reds that look so 
promising for Fall in costume fabrics. 
Green promises to be another im- 
portant color in costumes at all price 
ranges. Gray is here, but not with 
the force it had this Spring. Racing 
colors haye a play in sports types. 
From Paris comes rumors that pur- 
plish blues will be seen in ultra Winter 
clothes and blue shoes may carry on 
in the better grades beyond their usual 
“carry-over” season. 


To Blend With Costumes 


These shoe colors will sometimes be 
worn to blend with costumes. Look 
over the list of official colors adopted 
by the apparel trades on this page and 
you will see how closely leather colors 
fit into the Fall costume picture. But 
the biggest field for shoe colors lies in 
their promotion as contrast notes in 
the costume. This idea of ensembling 
shoes with other accessories—bags, 
gloves, hats—is the shoe retailer’s big 
opportunity to do extra business. 

After two seasons of colored acces- 
sory promotions, women are contrast- 
minded. They are getting more and 
more sold on the idea of having not 
one but several sets of accessories to 
wear with the same costume—instead 
of one accessory set to wear with 
everything. The ready-to-wear indus- 
try may suffer by this turn-about in 
consumer buying, but the accessory 
trades stand to gain . . . and the keen 
merchants will make the best of this 
opening. 

Early buying of colored leathers 
proves conclusively that color is a real 
factor in shoe merchandising, no 
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longer just an attractive window- 
dressing gesture. 

The only staple leathers that will not 
be lost from color promotions are 
black leathers. Black coats are ex- 
pected to be tremendously important. 
Black shoes will be worn with high 
colors in clothes. Every woman is 
going to need a basic pair of black 
shoes, no matter how gay she may go 
in extra pairs. The dressy black shoe 
for afternoon and “end-of-day” wear 
is growing steadily. And the touch 
of black for trimming on colored shoes 
is an important high style note. 

The staple leathers that may be ex- 
pected to go down when color goes up 
are the conservative Marrona family 
of browns. Their: outlook is not quite 
so bright, now that costume browns 
are lightening and brightening and 
now that the whole picture is so full 
of color and vitality. 





Textile Color Card Selections 


“Paddock Colors,” consisting of bril- 
liant sports hues, represent an im- 
portant merchandising theme high- 
lighted in the 1936 Confidential Ad- 
vance Woolen Card just issued by the 
Textile Color Card Association to its 
members. 

These gay turf colors, it was ex- 
plained by Margaret Hayden Rorke, 
managing director of the organization, 
are a further expression of the smart 
racing motif which the Association is 
promoting for Fall. “Racing Colors” 
are also featured in the Shoe and 
Leather Card, with harmonizing 
shades appearing in the Glove Card. 
Likewise, “Preakness Oriole” was re- 
cently launched by Mrs. Rorke in 
honor of “The Preakness,” well-known 
race to be run at Pimlico Track on 
May 16. 

The “Paddock Colors” comprise 
Grand Prix Gold, Chantilly Blue, Fu- 
turity Red, Aintree Green, Pimlico 
Purple, Bowie Blue, Narragansett 
Coral, Derby Green, Ascot Purple. 
Longchamps Red, Churchill Green and 
Handicap Rust. 

“Pottery Tones,’ another special 
group, emphasize soft mellowed shades 
reflected in ceramic art. Because of 
their subtle toning, they are especially 
smart for dresses that blend or con- 
trast with darker coats. They are 
suitable as well for children’s wear. 
In this collection are Majolica Rose, 
Ceramic Green, Amethyst Mauve, Gold 
Lustre, Tile Grey, Cotta Rust, Faience 
Blue, Spanish Magenta, Pottery Beige, 
Bronze Glaze, Coppersun and Stone 
Blue. 

An outstanding color trend in the 
basic group is expressed in new vari- 
ations of copper, rust and leather 
tones, including Brick Clay, Inca Rust, 
Coppertone, Cotta Rust, Red Earth 
and Leather Tan. Spicetone, a warm 
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spicy hue, is a high fashion novelty 
shade. 

Rich vintage reds of purplish cast 
have strong fashion favor, as Oxheart 
Red and Crushed Grape. Catawba Red 
and Cherrywine are other fashionable 
variations on the wine theme. Reflect- 
ing the smart violene influence are the 
deep purplish tone, Eggplant, as well 
as Purpleberry, Spanish Magenta and 
Amethyst Mauve. 

Greens, which are expected to fig- 
ure prominently in the Fall mode, in- 
clude Spruce Green, Duskgreen, a 
deep bluish tone, Scotgreen of slight 
yellowish cast, the lighter bluish 
Gleneagles Green and Bronze Glaze, a 
novelty development in the smart 
bronze gamme. Fall browns are newly 
expressed in the deep purplish tone, 
Raisin Brown and the smart reddish 
variations, Bordeaux Brown and 
Alamo Brown. 

Darker versions of grey for Fall 
are Smoked Glass and Custom Grey. 
The navy range is represented in 
Tuxedo Blue and the darker Trotteur 
Blue. Forty-eight new colors in all 
are portrayed in this advance card. 





Great Outdoors Promotion 
Launched at Gude's 


Los ANGELES, CALIF.—The Great 
Outdoors, which forms the theme song 
for the special shop in Gude’s, recently 
came in for the first of a series of com- 
plete promotions, which will continue 
at intervals all through the Summer. 
“From Mountain Trails to Ocean 
Lanes” was the caption in the quarter 
page advertisement in the newspapers. 

“Wherever your inclination leads, 
the wide open spaces call for care-free 
buoyant moods. You will find the very 
spirit of the outdoors in these active 
types of footwear from Gude’s Out- 
door Shop. Choose any of them for the 
assurance of underfoot fleetness on 
every sport occasion,” the main copy 
read. Shoes illustrated ran from riding 
boots to $1.25 tennis shoes. 

A striking window backed up the 
newspaper copy. Two huge _ back- 
grounds, one showing the deck of an 
ocean liner and the other a mountain 
woods scene, each with complementing 
shoes, showed the passersby the prac- 
tical use of the goods. Direct sales re- 
sulting from this promotion so pleased 
the management that it will be repeated. 


Boston Office Moved 


Boston, Mass.—The Owens Shoe 
Company of Salem, Mass., represented 
in Boston by Al and Sol Levine, has 
moved its Boston office from 183 Essex 
Street to 186 Lincoln Street. The com- 
pany manufactures a line of men’s slip- 
pers, women’s comfort and arch sup- 
port shoes and tap dancing slippers. 
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THIS TRADE MARK IS AN IMPLIED CONTRACT 


TO KEEP KISTLER “BENCH BRAND’ SOLE LEATHER QUALITY UP 


It can be a help to you in selling men’s shoes profitably. 


When you can tell a customer that he is offered shoes 
bottomed with leather that is regarded as the most 
desirable, dependable and serviceable—and you can 
show the customer the mark on the shanks of the shoes 
which establishes the reliability of the sole leather’s 
origin—the reaction is interest to an unusual degree, 
with a feeling of confidence which is expressed in pur- 
chasing. 


A great many dealers are in position to do their selling 
along that line. Are you among them? 
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Winkelman Shoe 
Mfg. Co. Inc. ® 


H. Zuckerman 


Shoe Mfg. Co. Inc. @) 


Carlisle Shoe Company @ 


Stone Shoe Co,, Inc. @) 


i membership of the Shoe Fashion 


Guild represents the royalty in Ameri- 


can shoemaking.. Each shoe manufac- 
turing applicant must fill certain rigid 
requiremenis,as a style creator before 
he is admitted to this exclusive group ° 


of fashion leaders. 


Sterling Last is proud to be lastmaker to 
92 Shoe Fashion Guild Members—posi- 
tive proof that Sterling is the leading ~ 


Goldstein Footwear, Inc. @) f lastmaker in the world for style footwear. 
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Higher Taxes Menace Tanning 


[CONTINUED FROM PAGE 23] 


velop for tanning companies under the 
proposed law. In this example, a com- 
pany with capital value of $800,000 
has an apparent income of $100,000. It 
has actually earned only $26,000, but 
as the result of a rising price trend, 
its inventory is worth $64,000 more at 
the end of the year than at the be- 
ginning. In other words, $36,000 is 
earned, realized income, and $64,000 
is unrealized, paper profit. Dividends 
and taxes can be paid only with the 
true income of $36,000. Under the 
existing law this company would pay 
$16,760 in taxes and would still have 
available cash profits for dividend dis- 
tribution. Under the proposed law the 
maximum this company could retain 
would be $57,500. Neglecting capital 
stock and excess profit taxes it would 
have to pay $42,500. Since actual cash 
earnings were but $36,000, it would be 
necessery to borrow from the banks, 
liquidate inventory or impair working 
capital merely to pay the tax. Any 
dividends would be out of the question 
unless at the cost of still further bor- 
rowing or impairment of assets. Would 
any bank loan money on _ inventory 
profits which might disappear com- 
pletely the following year with a de- 
cline in raw material prices? 

“Small Corporations or Corporations 
with Limited Resources Most Ad- 
versely Affected. An additional con- 
sideration which cannot be ignored is 
the effect of the proposed law upon 
small corporations, or corporations 
with limited resources. Their competi- 
tive position would be severely handi- 
capped in contrast with corporations 
possessing more ample resources. This 
would definitely seem to favor monop- 
olistic trends in industrv. 

“Commodity Processing Industries 
Such as Tanning Require Modification 
of Law to Avoid Drastic and Dangerous 
Consequences. The anomalous situation 
which must arise from the passaze of 
the proposed law may be relieved 
principally by permitting profits and 
losses to be offset for a_ snecified 
number of yerrs. It has been empha- 
sized above that the true income of 
commodity processing industries such 
as tanning cannot be reflected in an- 
nual income because of the large in- 
ventories and slow turnover in such in- 
dustries. While the existing law is un- 
just in this resnect. the proposed law 
would aggravate the situation to a 
dangerous extent. If losses might be 
offset against profits, the inequitable 
consequences of the law might tend to 
be relieved. Such provision was for- 
merly embodied in the law and is the 
case in England and France where 
periods of six and three years respec- 
tively are allowed. 

“Relief from the inequity of the pro- 
posed law may also be extended to com- 
modity processing industries through 
recognition of their need for certain 


accounting methods. Such methods of 
valuing inventories as ‘normal stock’ 
or ‘last in, first out’ tend to distin- 
guish between true earned income and 
inventory profit. If the use of such 
methods were permitted to commodity 
processing corporations, by law or tax 
regulation, it would be possible for 
them to pay corporate taxes upon ac- 
tual realized income alone. 

“To what extent would the income 
shown in example 3 be taxable under 
the existing corporate tax law and the 
proposed law? 

“PRESENT LAW (Total Tax In- 
cluding Capital Stock and Excess 
Profits Taxes) 

“Total Income, $100,000. 

“Tax, $16,760. 

“Possible Dividends, $19,240. 

“It is assumed here that there is 
available for taxes and dividends $36,- 
000 of the total income of $100,000. 
Since $64,000 included in the total in- 
come is an inventorv profit it cannot 
be distributed in dividends. 

“PROPOSED LAW (Neglecting 
Capital Stock and Excess Profit Taxes) 

“Total Income, $100,000. 

“Retained, Maximum which can be 
retained, $57,500. 

“Tax, $42,500—This is more than the 
$36,000 which is available for taxes and 
dividends. $6,500 must be borrowed 
merely to pay the tax. 

“In this instance not only would no 
dividend distribution be possible but 
$6.500 would need to be borrowed or 
otherwise raised merely to pay the tax. 
If the tax were to be the same as 
under the present law the following 
situation would arise: 
Income Tax* 
$100,000 $16,760 

Total Available 
Tax and For Taxes & 
Dividends Dividends or Raised 
$68,240 $36,000 $32,240 

“The tax in this case is exactly the 
same as would be paid under the 1935 
law. In order that this may be done, 
however, dividends of $51,480 must be 
paid. The total of dividends and taxes 
is in excess of the‘actual earned in- 
come by $32,240. That sum would need 
to be borrowed or inventory and other 
assets would have to be liquidated. 

“*Under the schedule for adiusted 
net incomes of more then $10,000, in 
order to pay a tax of $16,760 on the 
total adjusted net income of $100,000, 
it would be necessary to pay dividends 
of $51,480 and retain $31,760.” 


Dividends 

$51,480 
To Be 

Borrowed 


Ash Company Opens New Store 


INDIANA, Pa.—The Ash Shoe Co., 
Inc., has opened a new store at 730 
Philadelphia Street, this city. David 
H. Abrams, formerly with the W. M. 
Laird Shoe Co. of Pittsburgh, is in 
charge as manager. 
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Figure and Buy 
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ordinarily avoid putting ourselves 
under obligation. But the case was so 
unusual, from the standpoint of low 
assets and front maintained that it 
made one anxious to acquire more in- 
timate knowledge of the circumstances. 
This could be accomplished more easily 
by social contact. 

“There is always a reason for failure, 
as well as for success. In the case of 
the Wiggle boys it was just plain igno- 
rance of business mathematics. They 
were not crooked. They thought that 
when a shoe cost $3 and sold for $5 it 
carried a profit of 66 2/3 per cent. 

“So, they marked shoes which cost $3 
in at $4.50 and undersold competitors; 
figuring thereby that they were making 
50 per cent. Do you get that? 

“During our dinner engagement we 
discovered that the Wiggle boys knew 
little of business methods or mathe- 
matics. They were like the country 
grocer who, when asked about his over- 
head, said it was okey as it had not 
leaked since he moved in. 

“The Wiggle boys confided to us that 
they did not have any rent to pay as 
their maternal grandmother had deeded 
them the building before she died. They 
said their selling cost was almost noth- 
ing as they employed only one clerk and 
paid him but $6 per week. And, that 
even when business was good neither of 
them drew out more than $50 a week 
on which to live; not even during the 
war period when they did as much as 
thirty-thousand a year. They could 
not say, off-hand, what the lights ran 
on the average, as the light bill varied 
according to the weather and the sea- 
sons. Advertising, they said. was some- 
thing they did so irregularly that it was 
almost impossible to say what it had 
cost. 

“Many business men figure like that. 
Not long ago another merchant told me 
that he made 15 per cent on his mer- 
chandise. ‘How do you arrive at the 
selling price?’ he was asked. ‘I add 15 
cents to an article which costs a dollar,’ 
was his reply, and I gave up trying to 
show him that he made much less on his 
business, marking merchandise as he 
did. He stuck to it that a 15-cent 
mark-up above the cost of the article 
was 15 per cent profit on the dollar. I 
admitted he was right about that and 
shut up. 

“What’s the use?” 


Selling More Men's Shoes 


SANTA ANA, CAL.—In the average 
shoe store the ratio of sales between 
women’s and men’s shoes is figured to 


be 5 to 1. This has been reduced in 
the Peterson Shoe Store to less than 
4 to 1 by showing women new styles 
in the men’s shoes. Many women have 
been influenced by this exhibition of 
friendliness and now their husbands 
are regular customers of the store. 
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- TO STRIKE WITH A GIANT’S BLOW 


To hammer home your sales messages on the composite intelli- 
gence of 12,000 Shoe Merchants and their thousands of employees calls 
for a Giant's Blow, backed by a Giant's strength. Nor will one blow suffice. 
You must keep hammering away, week in and week out. 


Dent the sales resistance your competitors have built up against your 
product... . Crack the shell of indifference which too many retailers have 
built up against the impact of a new idea. . . . With a campaign in Boot 
and Shoe Recorder peg down your share of the National market for shoes 
and allied products. Deliver the shattering impact of sledge-hammer 
blows backed by a Giant's irresistible power— 


PLACE YOUR HAMMER 
IN A GIANT HAND 

The arm of the Boot and Shoe Recorder reaches the farthest corner of 
® your market. Its Giant Hand can batter down sales resistance in metropolis 

and whistle-stop alike. It nails down the attention of the Shoe Merchant, 

beats against his employees’ tendency to follow the line of least resistance, 

and forges a mighty chain of mutual confidence and respect in the Shoe 

industry of America. 


BOOT AND SHOE RECORDER 


The Great National Shoe Weekly 
A Chilton Publication 


SET A NEW SALES PACE WITH SALES SPACE IN BOOT AND SHOE RECORDER 


When writing advertisers please mention Boot and Shoe Recorder 
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SURPASS LEATHER CO. 


PHILADELPHIA, 


NEW YORK, 


BOSTON, 


RICHARD YOUNG CO, 
LIEGEL EISMAN CO. 


MASS. 


Wherever active 
feet (salesman’s, 
athlete’s, or man- 
about-town’s) want 
fine footwear, shoes 
of Kangaroo fill the 
bill. Featherlight, 
yet 17% stronger, 
weight for weight, 
than any other 
leather — Kangaroo 
is the ideal leather 
for MEN. Its fine, 
even grain makes a 
shoe that will take a 
high, lustrous pol- 
ish. The most de- 
manding customers 
admire the bril- 
liance and _sturdi- 
ness of Kangaroo 
street and dress 


‘shoes. Foot tired 


customers are won 
by their comfort 
and foot ease. 
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THIS WEEK IN THE SHOE TRADE 


SATURDAY, MAY 16, 1936 


NATIONAL NEWS 





Shoe Fair Committees Appointed 





Manufacturers’ Group Led 
by Howard S. Smith 


New YorK—At the regular quarter- 
ly meeting of the Board of Directors 
of the National Boot and Shoe Manu- 
facturers Association, held at the Ho- 
tel Commodore, ‘New York City, May 


HOWARD S. SMITH 


5, 1936, President Frederick A. 
Miller was authorized to appoint a 
committee of five, with the president 
and executive vice-president of the 
association members ex officio, to meet 
with a similar committee from the 
National Shoe Retailers Association, 
to discuss and formulate plans for 
the next National Shoe Fair under 
the joint auspices of the two asso- 
ciations. 

President Miller appointed the fol- 
lowing committee: Howard Smith, 
J. P. Smith Shoe Company, Chicago, 
Illinois,. chairman; W. M. Jarman, 
General Shoe Corporation, Nashville, 
Tennessee; H. N. Lape, The Julian 
and Kokenge Company, Columbus, 
Ohio; Frank S. Rice, Rice-O’Neill Shoe 
Company, St. Louis, Missouri; James 
KE. Wall, Wall-Streeter Shoe Company, 
North Adams, Massachusetts; with the 

[TURN TO PAGE 59, PLEASE] 


Harry E. Fontius Heads 
Retailers’ Group 


New YorK — President Louis F. 
Tuffly of the National Shoe Retailers 
Association has appointed the follow- 
ing as a committee of five to meet 
with the similar committee represent- 


HARRY E. FONTIUS 


ing the National Boot and Shoe Manu- 
facturers Association for the purpose 
of discussing and formulating plans 
for the next National Shoe Fair to 
be held under the joint auspices of the 
two associations: 

Harry E. Fontius, Fontius Shoe Co., 
Denver, Colo., chairman; Marcus Rice, 
Famous-Barr Co., St. Louis, Mo.; 
George B. Hess, N. Hess Sons, Balti- 
more, Md.; Carl Burgstahler, F. E. 
Foster & Co., Chicago, IIll., and John 
Laycock, Hanan & Son, New York, 
N. Y. 


The appointments were made by Mr. 
Tuffly some time ago and were ap- 
proved by the Board of Directors of 
the National Shoe Retailers Associa- 
tion at a meeting in New York, March 
31. While the date of the first meeting 
of the joint committee has not been 
announced, it is expected to take place 
in the near future, 


Shoe Production Rises 


Washington, D. C.—Shoe production for the 
month of March, 1936, increased 4.5 per cent 
over February, 1936, but showed a slight de- 
crease of |.8 per cent from its corresponding 





PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 
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month of last year, according to the latest 
figures released by Director William L. Austin 
of the Bureau of the Census, Department of 
Commerce. 

Total production, including boots, shoes and 
slippers, of the 934 factories reporting for the 
month, amounted to $33,595,671 pairs, an in- 
crease of 1,453,221 pairs over February, 1936 
but a decrease of 632,496 pairs from March, 
1935. 

Shoe production in the period from January 
to March inclusive, totaled 98,158,110 pairs in 
1936, an increase of 3.7 per cent or 3,490,936 
pairs over the same period of 1935. 


Chester Heywood Made 
Vice-President 


WoRCESTER, Mass.—Chester D. Hey- 
wood, grandson of the founder of the 
Heywood Boot and Shoe Co. and one 
of New England’s younger shoe execu- 
tives, has been made vice-president of 
the company, according to an an- 
nouncement by the company’s directors, 
which also elevated to the executive 
board, Charles S. Hoar, who was made 
director and assistant treasurer. 

Mr. Heywood has been actively con- 
nected with the company since 1911, 
and has been assistant treasurer. 

Mr. Hoar has been identified with 
Heywood for many years and is well 
known to hundreds of buyers in the 
department store and retail shoe fields. 
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STEWART & POTTER COMPANY, BROOKLYN, NEW YORK 


STYLE — SERVICE — FIT 


are indispensable factors in Last Making. For 
over fifty years, Stewart and Potter Company 
have maintained an acknowledged leader- 
ship in this art. 

Leading Shoe Manufacturers and Retailers 
know that shoes made over these lasts are 


foot fitters and always properly styled. 


THE LAST WORD 


UNITED 


— UNITED LAST COMPANY— 
140 FEDERAL STREET, BOSTON, MASS.——— 
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REGIONAL 
IN 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. \ yy) EMPIRE LAST WORKS 
AUBURN, MAINE IND Y ROCHESTER, N.Y 

T. W. GARDINER CO. TANS KRENTLER BROS. CO. 
LYNN, MASS. \ if, ST. LOUIS, MO. 


UNITED LAST CO. Wh, fF KRENTLER BROS. CO, 
BROCKTON, MASS. MILWAUKEE, WIS. 


STEWART & PoTTERCO, THE LAST WORD ynitep tastco., tTD. 


BROOKLYN, N. Y. U N | T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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ARE MADE TO FIT EXACTLY 
LIKE THE LAST OF THE SHOE 


Shoe manufacturers spend thousands of dollars yearly on 
modern lasts in order to give their shoes every detail of. 
perfection in smoothness of contour and design. 
However, many shoes are ruined for display purposes 
when manufacturers and retailers use inferior forms 
which fail to give the shoe its proper shape and grace 
of line. 

Fairy Forms are made to the exact dimensions of the last 
over which the shoe is made, and what is most important 
of all, Fairy Forms retain this same contour permanently 
whereas forms of inferior material and construction rap- 
idly lose their shape, thus spoiling the true contour of 
the shoe. 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 


United Last Co., Ltd., Montreal, Canada 
Frankfort 
Germany 
Mexico City, Mexico 


Northampton 
England 


Melbourne, Australia 


Paris 
France 














Fall Style Trend Forecast 
At Cleveland Shoe Show 
[CONTINUED FROM PAGE 40] 


At 6 P.M. the light-hearted crowd 
poured into the Salle Moderne room 
and gathered around the extensive 
tables set in a giant E. A five-course 
dinner awaited them. 

“Bill” Harney extended a cordial 
welcome to his many friends in the 
shoe business. Ed Horn, women’s and 
children’s shoe buyer, the Rollman & 
Sons Co., Cincinnati, invited all pres- 
ent to the state association meet and 
Midwest Shoe Fair at Cincinnati, June 
14-16, in behalf of the Ohio Shoe Re- 
tailers Association. A telegram was 
read by Mr. Harney from Vitality offi- 
cials at St. Louis, extending their con- 
gratulations and well wishes. 

The big event of the evening was the 
style show, offered under the direction 
of Harry R. Rogers. Prior to presen- 
tation of the models, Mr. Rogers was 
introduced as chief speaker of the occa- 
sion and offered a resume of shoe 
trends for Fall. 

“Simplicity and elegance,” said Mr. 
Rogers, “portray the general trend. 
Shoes will be more colorful than they 
have been and there is a tendency for 
all colors to be just a little lighter in 
shade. Women’s skirts will be shorter 
and shorter skirts have always created 
a demand for shoes that are built up 
higher in front.” 

“Correct lasts are very essential,” 


Mr. Rogers said. “Round toes, both 
medium and wide, will undoubtedly be 
the volume sellers. The square toe last 
that has been so much in vogue this 
season, will continue, but it is expected 
that the new walled-up fore part last, 
known as the Plateau last, will sell 
larger in volume than the square toe. 

“High styled shoes will sell best in 
19 to 21 eighth heels. However, the 
volume in Vitality shoes will be on 17/8 
heels. For the more conservative cus- 
tomer we expect to receive our usual 
good business on shoes with 15/8 heels 
and medium narrow toes. The volume 
of low heel shoes will undoubtedly 
show a decided increase this Fall with 
12, 13 and 14 eighth heels most popu- 
lar. There will also be a good volume 
en 10/8 heels. 

“The most important styles in dress 
shoes will be high step-ins with 
D'Orsay quarter lines, with the front 
coming up higher on the instep. This 
part will usually be made of a con- 
trasting material with fancy stitching 
of a blending color and ornamented 
with small or medium size buttons. 

“One-straps, even broader than this 
season, will continue. They will be 
side buckle straps, and the buckle will 
be larger and more ornamental. High 
riding wide one-straps with open 
shanks will be extremely popular. 
Earlier in the season ties were not con- 
sidered important for Fall, but since 
fashion has decreed that the skirts are 
to be shorter, this makes smart ties an 
important factor. Styles in more con- 


servative shoes on 16 and 17 eighth 
heels must be smarter, because all 
women do not wear the higher heels. 
The coming season should be one of 
the best that we have ever had for 
Spectator types in smart ties and wide 
one-straps with leather heels. 

“The outstanding material for dress 
shoes will be black, brown, blue, grey, 
green, rust and dubonnet suedes and 
fabrics. You will see very few all-over 
shoes. The most attractive styles will 
have tips, stays and foxings of the 
new lighter shades of calfskin, patent 
leather or kids. 

“The idea is neither to match the 
trimmings, nor to contrast them. It is 
smarter to have them blend. Many 
styles will be trimmed with leather 
stripping, or leather lacing that blends. 

“You will see more colored stitching 
on shoes this Fall than you have seen 
for a long time. It must be neatly done 
in a color slightly lighter than the ma- 
terial so as to accentuate the design of 
the shoe. 

“Patent leather is due for a real 
come-back. Black, brown and blue kids 
will be fashioned in new attractive pat- 
terns with simple treatments for the 
more conservative types of shoes but 
the volume of kid undoubtedly will be 
less than it was a year ago. Colored 
calfskins will be very popular in all- 
over shoes and for tips, stays, straps, 
foxings, and lacings. The new color 
British Tan will be an outstanding 
factor in all types of shoes. The most 

[TURN TO PAGE 78, PLEASE] 
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BUCKID No. 982 is a real Sensation in the 
development of beautiful White Suede. 
The name is significant, and there is noth- 
ing like it in the market. 

Both Manufacturers and Retailers acclaim 
the exquisite texture, the durability and 
the clean-cutting of this new leather per- 
fected by Amalgamated. 

FOR ALL-SEASON WEAR! BUCKID No. 
982 is practical as well as beautiful and is 
being used in both Sports and Formal 
Shoes. 

If you haven’t used BUCKID—we will be 
glad to supply you with samples. 


AMALGAMATED LEATHER COMPANIES, INC. 


WILMINGTON, DELAWARE ¢ 84 GOLD ST., NEW YORK 








When writing advertisers please mention Boot and Shoe Recorder 








WHITEST WHITES 


from 


HANNAHSONS 


ROBERTA 


ROBERTA 


R1609 Black Patent Leather 
$2.10 
Ri6i3 White Kid 
R162i White Doeskin... 2.35 
R435! Blue Gondolier Cloth 
$2.00 
R4355 White Gondolier Cloth 
$2.00 
63 Last, Square Toe, 
13/8 Square Heel 
AAA to C Widths 


R1173 Genuine Silver Kid. ..$2.75 

R1175 Genuine Gold Kid.... 3.25 

R1G0I Black Patent ........ 2.10 

R1607 White Kid 

R4607 White Linen ........ 1.85 

24 Last, Round Toe, 11/8 Block 
Heel. 


R1605 White Kid .......... $2.10 
R4605 White Linen 
84 Last, Medium Round Toe, 
16/8 Cuban Heel NANETTE 
AAA to © Widths IN 
Above Sandal also In Stock in All STOCK 
Materials with a 21/8 Louis Heel 








See Our Summer and Fall Line on Display 
CHICAGO SHOW, JUNE 1-2-3-4 
HOTEL SHERMAN—ROOMS 1058-1059 
BOSTON SHOW, JUNE 8-9-10 
HOTEL STATLER—ROOM 556 











Send For A Complete Summer Bulletin 


HANNAHSONS “ass. 
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Merchandising Shoes in a Medium 
Size City 
EN a city of 35,000, the shoe merchandising prob- 


lem is likely a hard one, especially in a store which 
has its most popular price at $8.50, in a range up 
to $10.50. That is what Mrs. Alice Peterson, of 
Santa Ana, says. And as she has the reputation of 
being one of the smartest shoe buyers in Southern 
California, her experience is well worth relating. 

“A store in a small town must be merchandiséed 
very carefully,” Mrs. Peterson went on to state. “We 
must have many styles and we must have many fit- 
tings. Buying is a case of knowing our customers 
and sources of supply very, very well in every degree. 
We must have small sizes for some and enough large 
sizes for others; then we must have plenty of colors 
and patterns for everybody, with nothing left over. 

“That is a pretty big order, but we manage to fill 
it. I have bought every pair of shoes in this store 
since 1919 and I must say this has been the toughest 
season I have ever experienced. Because colors are 
so new and so different, we must educate our trade 
to just how these colors should be worn. 

“IT have never done so much style studying as I 
have this season. My research reading is easily four 
times the normal amount, but I have found that it 
pays and pays well to be thoroughly informed. The 
trade respects accurate style knowledge, especially in 
the smaller communities. If we did not have this 
information on tap, our customers would just run 
us ragged asking for things which they should not 
wear, and in many cases things which they should 
wear, in styles that we were missing. 

“To an outsider this stock of ours must look like 
a regular hash. But we understand it, for we know 
our trade. 

“Lately we are not worrying much about turn over. 
We recognize that if the end sizes were left off, a 
much better stock turn over would result. And we 
also know that if this was done, we would have fewer 
customers. So the problem is solved with us by mak- 
ing a legitimate profit on all our regular sales. One 
must understand that a small store has a much closer 
contact with its customers, and so such a store knows 
quite well just what its trade will take and like. 

“People, today, do not seem to know what they 
want, so the need of careful style guidance is of the 
utmost importance. I feel that my ‘big job’ is to 
find out just what is right in style, then to have all 
my boys on the floor understand it just as well as 
I do. The boys need to have plenty of accurate in- 
formation, which must be used judiciously. Cus- 
tomers often have preconceived notions relative to 
what they want. This is just fine when the customer 
is right, and a case requiring great tact when the 
trade has been misinformed. 

“She retailing is a great business. I just like it.” 
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Good Shoes Deserve a 
Good Stores 
[CONTINUED FROM PAGE 21] 


e 
The front, which is 40 feet long, is Li. G0R Bats 


faced in white travertine. A lobby 30 e e ‘a 
feet deep that has an island show case, o 
14 feet square, is most inviting on Anti Frict 10n 
account of its spaciousness. 

Mandel’s has been in this city for the S nh oe 


past 15 years. The present company was 
organized five years ago and consists 
of these officials: president, Harry C. 
Wolfson; secretary, Maurice Mandel; OU cannot put a square peg in a round 
treasurer, Ben Kalins. Victor Kemp- hole. 

ton is manager of the main floor, while 
Earl Reuchoft has charge of the second To build a profitable business with a correc- 


Delight | al ag soclate Wie. Wend tive shoe you first must have a shoe with a 


in buying the $6.00 and $8.00 shoes. corrective feature substantiated by orthopedic 


Julius Rappaport assists Mr. Mandel facts easily recognized by the customer. 
in merchandising the $4.00 floor. 


The store uses three names in con- The simple, practical feature of the Dr. Geo. R. 


nection with their shoes, which they ° ; . ee “ 
tase teed vecieioned—"Ehadeen Meda.” Davis Shoe is readily assimilated—quickly sold, 


($4.00); “Gad-A-Bouts” ($6.00), a and the wearer promptly becomes another 
hand turned line, and “Sophicates,” customer. 
their $8.00 line. In connection with 


the “Foot Delight” line they have New sales, more profits—can be brought to 
——— oS oe ee ee ree our store by featuring the Dr. Geo. R. Davis 
woman who lives in her shoes.” y - s . . y uring the Ur. Geo. K. Vavi 

Anti-Friction Shoe to the men and women of 


White Pig Repeats Success your community. 


Los ANGELES, CALIF.— White pig * H H 
leather dress oxfords with leather soles Write today for Agency information. 


are selling well in the Nunn-Bush 
shoes, finds P. D. Quist. This is the 
third year this material has been of-| Qi | schon tee ne ro eae ty 


fered to the men in this city and each ——— and forth. The Anti-Friction The foot is kept in its proper position in 
year has seen a steady increase in the shoe and throughout the entire life 


public acceptance. ? ze The Patented Anti-Friction Tape is built into <Sam. 
Next to the all-white pig leather the shoe, goes around the foot, and is securely 
comes all-white buckskins, in the sports | ff Lene ' the upper at the eyelet row. 
field. Narrow toes, spade trimmed in ee — 
all-over white, black and brown are cinta saphentie to foumnd ‘Anti-Fricion Tape 
leading all other kinds and types of which is adjusted by lacing the shoe. 
street shoes by a wide margin. Straight 
tips and medallion tips are selling Made over “Combination” lasts which give 
equally well in these narrow-toe models. | f | better ft to more people than any escieaaiaai 
The first four months business has been 
exceptionally good this year with every 
prospect of 1936 being a banner year. 


















































Manufacturers Group Led 
by Howard S. Smith 


[CONTINUED FROM PAGE 53] 


president and executive vice-president 
of the National Boot and Shoe Manu- 
facturers Association, members ex Arches vary, but the Dr. Geo. R. Davis 
officio, in accordance with the action Anti-Friction shoes fit them all. 
of the Board of Directors. » 
The former committee of the asso- 33 styles in stock. Use ‘ Precision made in smart 
ciation made a brief general and finan- this department freely as é‘ "2 new styles and a reputa- 
cial report of the National Shoe Fair your reserve to keep your Cue tion for Built-In Quality 
held in Chicago in January, 1936, investment low. . Dy 3 S for over 55 years. 
which was regularly approved and ac- RCTS 
cepted; but in view of the fact that a 
the agenda for the directors’ meeting Exclusively Manufactured by 


was quite long, involving a number ‘THOMPSON BROS ‘e SHOE eC 


of problems affecting the manufactur- 
FINE SHOEMAKERS 


ing branch of the industry, no plans 
or suggestions for the forthcoming 

Shoe Fair were offered or discussed, BROCK TON 
leaving such matters to the discretion 
of the joint committee. 
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Big Attendance Forecast for Boston 





Buyers Keen for June Fair Dates, Judging From Reservations for 
Hotel Rooms—250 Exhibitors Sign 


Boston—Thirty days before the offi- 
cial opening of the Boston Shoe Fair, 
more than 250 manufacturers and 
wholesalers had been assigned sample 
rooms in the Hotel Statler and other 
hotels which are cooperating to make 
a success of this early-Summer affair. 
Many more had written in requesting 
information as to rates, and, what is 
even more encouraging to the fair 
management, letters have been pour- 
ing in from buyers requesting that 
sleeping rooms be reserved for them 
for the duration of the show—June 
8, 9 and 10. 

Truly national in scope, with ex- 
hibitors and buyers from all parts of 
the country, the Boston Shoe Fair 
this year will be the outstanding show 
of the season, largely because of the 
advance of dates from July, when it 
has been held in the past, to June. 
This change in date, meeting as it 
does, the requirements of both manu- 
facturer and buyer, has been the sub- 
ject of more favorable comment than 
any other feature of the show. 

Entertainment? Of course. There 
will be the annual golf tournament, 
under the auspices of the Boston Boot 
and Shoe Club, on the opening day 
of the fair on the course of the Wol- 
laston Golf Club, not more than a 
twenty-minute automobile ride from 
the Statler and with the course avail- 
able to guests and their hosts through- 
out the day. Luncheon will be served 
at the club for those who desire it. 
Other entertainment features are un- 
der consideration. 

The confusion as to railroad rates, 
caused by the initial opposition of 
many eastern roads to the two-cent- 
a-mile mandate of the Interstate Com- 
merce Commission, has ceased to exist 
since the recent announcement of the 
acceptance of these rates by the rail- 
roads. In years past, under the high 
rates then prevailing, it was customary 
for the railroads to offer so-called 
“convention rates,” by taking advan- 
tage of which round-trip rates could 
be had for one and one-third times the 
regular one-way rate. 

Now that the rates have been re- 
duced to a straight two cents a mile 
and the Pullman surcharge has been 
abolished, no such convention rates 
are being offered by the eastern roads; 
but it is an established fact that these 
reductions will enable those who at- 
tend the Boston Fair to make the 
round trip for just about the same 
amount of money as they have been 
accustomed to spend in past years. 

This decision not to allow the one 
and one-third rate has been announced 
to date only by the trunk lines east 
of St. Louis and Chicago. Roads serv- 
ing the territory west of the Missis- 
sippi River, most of which have been 
operating on a reduced rate for many 






months, have not yet decided what 
their rates will be, but are expected 
to announce their plans in the near 
future. 





DATES TO REMEMBER 


Fall Opening, Shoe Fashion Guild of 
America, Waldorf-Astoria Hotel, 
May 18, 19, 20, 1936 
Pre-View of Fashion, Hotel Morrison, Chi- 
GUIS x a's sts Wigs Bee eee June 1-5, 1936 
Boston Shoe Fair, Boston, Mass. 
June 8, 9, 10, 1936 
Ohio Shoe Retailers Association Conven- 
tion, Hotel Netherland Plaza, Cincin- 
eee ee cece ae June 14, 15, 16, 1936 
Wisconsin Shoe Retailers Association Con- 
vention, Park Hotel, Madison, Wis., 
June 21, 22, 23, 1936 
California Shoe Retailers Association 
Convention, St. Francis Hotel, San Fran- 
rs June 15, 16, 17, 1936 
Pacific Northwestern Shoe Retailers Asso- 
ciation Convention, Olympic Hotel, 
Seattle, Wash. ...... June 21, 22, 23, 1936 
Illinois Shoe Retailers Association Con- 
vention, Hotel Pere Marquette, Peoria, 
RR eee June 21, 22, 23, 1936 
Boot and Shoe Travelers Association of 
New York, Annual Outing, 30th Anni- 
versary Event, Karatsony's, Glenwood 
Landing, Long Island, New York, 
July 16, 1936 
Pennsylvania Shoe Travelers Association, 
Tri-State Shoe Mart, William Penn 
Hotel, Pittsburgh, Pa... July 26, 27, 28, 1936 
Official Leather Opening and Style Con- 
ference for Spring, 1937, Waldorf- 
Astoria Hotel ......... Sept. 14, 15, 1936 


F. C. Howard Buyer for 
Abercrombie & Fitch 


New York—Frank C. Howard, who 
for the past three years was buyer of 
men’s, women’s and children’s shoes at 
the Holland Dry Goods Company, 
Bridgeport, Conn., has joined the 
Abercrombie & Fitch Company in 
charge of their shoe department. 

Mr. Howard has been in the retail 
shoe trade for 16 years, starting with 
J. & J. Slater with which company he 
remained for two years. Leaving 
Slater’s, Mr. Howard joined Franklin 
Simon & Company as buyer in their 
women’s shoe department. After nine 
years with this store, he went to 
Boston and joined the Jordan Marsh 
Company as buyer of women’s shoes 
and in charge of the women’s shoe de- 
partment in this store. Mr. Howard re- 
mained in Boston for two years. Three 
years ago, he joined the Holland Dry 
Goods Company. 

Mr. Howard’s department is con- 
sidered to be one of the finest sport 
shoe departments in the country, in- 
cluding in its stock, boots for riding, 
hunting, hiking and fishing as well as 
shoes for golf, tennis and spectator 
sports. 
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Dr. Scholl Hindenburg Passenger 


New YorK—Dr. William M. Scholl 
of Chicago was included in the pas- 
senger list of the great German 
dirigible Hindenburg, when she sailed 
from Lakehurst, N. J., on her first 
eastbound flight to Frankfort. 

Dr. Scholl has long been an en- 
thusiastic devotee of flying. In Au- 
gust, 1929, he made a flight to Ger- 
many on the dirigible Graf Zeppelin, 
whose arrival in the United States 
that year caused as much excitement 
as the recent landing of the Hinden- 
burg. 





Jarman to Acquire J. K. Orr Co. 


NASHVILLE, TENN.—The General 
Shoe Corporation have made arrange- 
ments to acquire the J. K. Orr Shoe 
Manufacturing Company of Atlanta, 
Georgia. The J. K. Orr Shoe Company 
also operates under the name of Edge- 
wood Shoe Factories. This is an old 
business that was established in 1884 
by Joseph K. Orr. The business has 
had a long and successful career, and 
enjoys a fine reputation throughout the 
whole country. This company manu- 
factures men’s, growing girls’, and 
women’s shoes in the popular price 
range, and its products have had a 
wide distribution. 

J. K. Orr, who is Past Grand Com- 
mander of the Knights Templar of the 
United States, and also a Trustee of 
Peabody College, plans to retire from 
active business. He will become Chair- 
man of the Advisory Committee of the 
Atlanta business. 

Maxey Jarman, president of the 
General Shoe Corporation, states the 
Atlanta business will be conducted as 
an entirely separate unit of the Gener- 
al Shoe Corporation. C. W. Butler, who 
has been the active manager of the busi- 
nes for a number of years, will continue 
as general manager of the Edgewood 
Shoe Factories, under which name the 
Atlanta business will operate. Percy 
Burton will continue as factory super- 
intendent. 

It is expected that the Edgewood 
Shoe Factories will develop into an im- 
portant factor in the shoe manufac- 
turing industry in their ‘field of grow- 
ing girls’ and ladies’ shoes. 

The General Shoe Corporation which 
was organized by J. Frank Jarman and 
William H. Wemyss in 1924 has grown 
very rapidly and today is one of the 
largest manufacturers of men’s shoes 
in the country. The General Shoe Cor- 
poration at present operates factories 
in Nashville, Gallatin and Tullahoma, 
Tennessee. A factory building is now 
being constructed at Lewisburg, Ten- 
nessee, and it is expected that this ad- 
ditional unit will be in operation by the 
middle of the Summer. 

The General Shoe Corporation oper- 
ates through the following sales divi- 
sions: Jarman Shoe Company, Rich- 
land-Davidson Shoe Company, Belle 
Meade Shoe Company, and Imperial 
Shoe Company. 


. 
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Profits in Police Shoes 


A REPUTATION for quality in arch support and 
police shoes has been built up by Harry Stiglitz, pro- 
prietor of the Stiglitz Super Arch Built Shoes Company 
at Milwaukee and Russell Streets, over the past quar- 
ter of a century. 

Stiglitz has a business located near an important 
transfer corner in an industrial section of the city, 
but does not depend upon his local neighborhood for 
more than about one per cent of his business, although 
he is three miles from the downtown district and such 
a location would normally be considered a neighbor- 
hood store. 

Specializing in the police shoe is what has brought 
permanent success to the Stiglitz store. Experienced 
clerks are in the store constantly, including one man, 
Clarence Cooper, who has been with the store for 
twenty-three years. Cooper, incidentally, boasts of 
the weight of 350 pounds, and his very appearance 
is a good ad for the quality of Stiglitz’s shoes. 

Mr. Stiglitz spends about five afternoons a week out 
making calls, devoting his time principally to the fif- 
teen police stations and fifteen postoffices in Detroit, 
where he calls on the men at their work. It is to 
policemen and postalmen primarily that this type of 
shoe appeals, because of their need for a quality 
shoe that will stand up under hard usage. When he 
goes out to make his calls, Stiglitz does not take samples 
along. He says: 

“That makes you look like a peddler, whereas a 
shoeman is a professional business man and should 
conduct himself as such in his relations with the public. 
All necessary questions can be answered without bring- 
ing along samples and price list, because our shoes 
are so well-known among the customers to whom that 
price appeals. The problem of fitting is usually han- 
dled very simply in this type of shoe without the need 
of any special measuring, except for difficult feet, 
which men in these lines of life rarely have.” 

Stiglitz looks at the size of shoe that he is wearing 
and on his return trip brings along three pairs, one 
of that size, and one under and one over size, unless 
his customer is already wearing one of his own shoes 
and his size is on record. With this care in fitting, a 
second call for fitting purposes has never been neces- 
sary with standard feet. 

Telephone business constitutes an important part of 
Stiglitz’s trade as does mail order work. A weekly 
advertisement is carried in The Detroit News on Sun- 
days on the second page of the main news section. 
This runs weekly except during the annual sales, and 
a total of about three thousand lines is used a year. 
Radio advertising is used occasionally with spot an- 
nouncements. 

A complete stock is carried in police shoes and 
sizes up to 15 are regularly carried in stock. In addi- 
tion, this store carried the unusually narrow width 
for police shoes of triple A, finding that there is a 
small but consistent demand for even this size. 





VERNA In Stock 


No. 1574—White Kid, Self Stitched. 
160 Last, 16/8 Continental Covered Heel. 


=@ RETAILERS..WITH A POSITIVE PROFIT 


HOGE-MONTGOMERY CO. Ine. 


FRANKFORT KENTUCKY 











ash 


IMMEDIATELY 
FOR SHIPMENTS! 





The shoe manufacturer 
[ook 2 ne 2] 


who avails himself of 











commercial factoring has 
no money tied up in ac- 
counts receivable, but re- 
ceives cash immediately 
as shipments are made. 


COMMERCIAL FACTORS CORPORATION 
TWO PARE AVENUE, NEW YORE 














Cee eid 


Men's Shoes 


“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 








THE SEASON'S BEST 
SELLING SPORT SHOE 


No. 200 BROWN GOLFMOOR GRAIN | 
Spiked sole and heel | 

(Oil Tanned) 

$3.30 | 

Fed. Tax .33 





HILL BROS. CO., HUDSON, MASS. | 


| 
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Riding Boots 


6 eer 


LARGEST FLOOR STOCK 


Kinkente 


Omaha, Nebraska 
Exelusive Manufacturers 
Catalog on Request 


PURPOSE 


LL 


A 





ENGLISH 
RIDING 
BOOTS 


Tan or Black, 
for Ladies and Men 


Write for new catalogue to the 
English Bootmakers 


MANFIELD & SONS 
1636 Ranstead St., Phila., Pa. 

















Saks Closes Winter Shop 


MIAMI BEACH, FLa.—Saks Fifth 
Avenue was the first of the shops along 
Lincoln Road to close for the Summer. 
During the season a number of inter- 
esting new models were introduced by 
them, and they report a very satisfac- 
tory volume in high priced shoes, 
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Store Fronts Go Modernistic 


Ben A. Pollock and Mrs. L. H. Pollock, who officiated at the opening of the new 
store in the absence of her husband, viewing the large floral shoe designed by Leon 
A. Friedman, advertising director of the Pollock chain. 


GREENSBORO, N. C.—The new Pollock 
store is located at 102 South Elm Street 
in Greensboro, N. C., and is modern in 
its front design as well as_ interior. 
L. H. Pollock and Ben A. Pollock, who 
head the Pollock chain in the Carolinas, 
Tennessee and Virginia, were paid high 
tribute by prominent men and women 
of Greensboro, as well as outstanding 
persons in the shoe industry. 


The modernistic front of the new Pollock 

store which is done in white and black 

Carrara glass in a novel and outstand- 
ing design. 


A band of 57 pieces from the Ashe- 
ville High School played in front of the 
store for an hour before the opening 
and again the next day; at the opening 
exercises. Lew Bogerty and his Hotel 
O’Henry orchestra played inside the 
store during the opening. 

The opening ceremonies were broad- 
cast over station WBIG of the Columbia 
chain for one hour on the two succeed- 
ing days. 


A profusion of flowers banked high 
on all sides of the store attracted great 
attention. One piece designed by the 
advertising director of the Pollock 
chain, Leon A. Friedman of New York 
City, showed an opera pump five and a 
half feet high, done in a solid mass of 
white carnations with the tip of the 
shoe pink, the foxing pink and the col- 
lar of red carnations. 

This is the twentieth link in the Pol- 
lock group of stores, known throughout 
the South as “A Southern Institution.” 


Paper Box Co. Starts Operations 


ORANGE, MASs.—Production in the 
new paper box manufacturing plant of 
the Orange Shoe Company started April 
23, following test operations of the 
recently installed machinery the previ- 
ous afternoon. 

The new industry, which has been 
incorporated to supplement the present 
shoe industry, will supply both the 
Orange and Haverhill plants with ap- 
proximately 7000 boxes a day, accord- 
ing to Samuel Uchitel, local manager. 
The local plant now turns out between 
4500 and 5000 pairs of shoes a day, 
while the lower Bay State factory pro- 
duces about 2000 pairs daily. 

The new building, a one-story brick 
structure, is approximately 40 by 80 
feet and is located at the rear of the 
main plant. Twelve machines occupy 
one-half of the new building, the rest 
of which will contain material and fin- 
ished product. 


Smith's Bootery Opens 


GREELEY, CoLO.—-Smith’s Bootery, op- 
erated by J. Walter Smith has just 
been opened here. Popular priced 
grades of women’s and misses’ shoes 
are being featured. Mr. Smith was 
shoe buyer in the Moody Department 
Store in this city before starting his 
own shop. 
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WHERE STRENGTH AND 
STURDY CONSTRUCTION 
ARE ESSENTIAL .. . 


Experienced manufacturers and retailers 
know the importance of strength and rigid- 
ity in shank construction and wood heel 


attaching. 


Based upon sound shoemaking principles, 
Unishank and G/CC Wood Heel Screw 
Attaching combine to promote security to 
the finished shoe. These thoroughly tested 
methods add strength, increased durability, 
and comfort to the shoe throughout its life. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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Carton Labels 


OO OO Se 


LA BELS 


Come to the firm where the better carton labels are made 
"Che Label makes the Package” 
TOLMAN-DAVIDSON ADVERTISING PRESS, Inc. 


113 Lincoln Street Boston, Mass. 
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Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
: Infants’ Soft Soles.. 0- 
Intermediates 
Flexible Hard Soles. 2-8 
Send for In-Stock 
Catalog 
MRS. DAY'S IDEAL BABY 


Loeust St. Danvers, Mass. 














IN-STOCK 
Branded or Unbranded 


NAHM-0-PEDIC 


Style 317—8'/2—12 
B.C.D. Tan Elk—$1.75 


Styte 417—12'2—3 
B.C.D. Tan Elk—$2.00 
ne or inatz 
2. White Elk 
Style iia 
B.C.D. White Elk 
—$2.00 


A new NAHM-O-PEDIC shoe. Bullt over new lasts 
and \ eae seientifieally correct along most modern 


line: 
NAHM BROS. SHOE MFG. CO. 
Swanson & Ritner Sts., Philadelphia 














ROPR- Din 


Grrect Shoes 
te er Growing Feet: 


FOR HEALTHY CHI 


ODonl Stoc@. 
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On the Road With Shoes 


News of Travelers and Associations 


R. H. Lewis Promoted 


CoLUMBUS, OHIO—R. H. Lewis, who 
has been associated for the past two 
years with the Walker T. Dickerson 
Company of Columbus, Ohio, in a 
general sales capacity, has been pro- 
moted to sales manager of the company 


R. H. LEWIS 


and in addition to his general sales 
responsibility, he will also call on all 
the customers and dealers in the terri- 
tory formerly visited so successfully by 
J. M. Stanley, who was recently the 
tragic victim of an automobile accident 
in Miami, Florida. 


Leonard Schaden Promoted 


GRAND HAVEN, MicH. — Leonard 
Schaden, who has had charge of the 
distribution of Eagle-Ottawa calf 
leathers since 1932, has been placed 
in charge of sales of all of Eagle- 
Ottawa, the company’s various leathers 
to the shoe trade, with the title of 
sales manager. 

Mr. Schaden started as errand boy 
for the Pingree and Smith Shoe Manu- 
facturing Co. Under H. S. Pingree, 
who was mayor of Detroit and later 
Michigan’s governor, Leonard Schaden 
rapidly advanced to positions of in- 
creasing importance. He remained 
with the firm for 18 years, during 
the last five of which he was the fac- 
tory’s superintendent. 

In 1914, Mr. Schaden, in association 
with two of Gov. Pingree’s nephews, 
organized the shoe manufactory known 
as the F. C. Pingree Sons. He re- 
mained with the firm as vice-president 
and general manager until it was sold 
a decade later to the Witchell-Sheill 
Co., of Windsor, Ont. 

Next he was associated with the 


late Carl E. Schmidt, assisting in the 
promotion of sales for this famous 
Detroit tanner. Within four months, 
Mr. Schaden had become the firm’s 
sales manager. 

Since joining the organization of 
Eagle-Ottawa Leather Company, Mr. 
Schaden has been especially active in 
the firm’s welfare work. 


Murray Geller Back 


in Shoe Business 


New York — Murray Geller, who 
foresook the shoe business to become 
associated with night club work in 
New York City, has rejoined the firm 
of Andrew Geller and will travel the 
Coast cities. He will also carry the 
Algy popular priced shoe line of 
Everett, Mass. 

Mr. Geller leaves in June for his 
territory. He is a brother of Andrew 
Geller, head of the company by that 
name, and except for these past few 
months has always been associated 
with the shoe business, in which he 
has a host of friends who wish him 
success. 


Paul J. Kidwell Prize Winner 


PorRTSMOUTH, OHIO—The culminat- 
ing point of the Fall Sales Conference 
of the Selby Shoe Company in this 
city was the award of the President’s 
Prize to Paul J. Kidwell. A native 


PAUL J. KIDWELL 


of Indiana, Mr. Kidwell has done an 
outstanding job in his territory where 
he represents Selby shoes, covering 
Florida, Georgia, Tennessee, Alabama, 
Mississippi, Louisiana and North Car- 


olina. 
The award was made to Mr. Kid- 
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TRADE MARK REGISTERED 
The perfect leather innersole 


Van Tan innersoles answer 
the demand for greater foot 
comfort by supplying great- 
er flexibility and a cool, 
cushioning resilience. Both 
qualities are permanent. 


Ask your manufacturer, 
or write us for the facts. 


VAN TASSEL 
LEATHER COMPANY 
NORWICH, CONN. 


also manufacturers of 


LEATHERPLUS 


completely waterproofed outersoles 


May 








well on these points: reaching quota, 
exceeding quota, gain over last year, 
gain over previous season, time spent 
in territory, educational work done 
with clerks, new accounts, returned 
goods and claims from territory, co- 
operation with credit and other de- 
partments. 


K.-D. Honors Frank F. Phelps 


CINCINNATI, OHIO—Carl H. Krip- 
pendorf, president of the Krippendorf- 
Dittmann Company, entertained seven- 
teen salesmen who represent this 
company, with a dinner at his country 
home at Perintown, Ohio, on Thurs- 
day evening, April 30. The guest of 
honor was Frank F. Phelps, who is 
retiring from road work, after hav- 
ing spent thirty-five very honorable 
years traveling for the K.-D. company. 
Mr. Krippendorf’s country home of 139 
acres is one of the most unusual spots 
in the State of Ohio, there being, dur- 
ing the time of the salesmen’s visit, 
about eight million daffodils in bloom, 
in addition to many other flowers of 
different species which have been gath- 
ered from all sections of the world. 

After the dinner, Mr. Krippendorf 
presented Mr. Phelps with a Gruen 
Ultra Verithin Watch as a memento 
of the very high esteem that he has 
always been held in for the many years 
he represented this company in the 
Middle Western territory. In present- 
ing this gift, Mr. Krippendorf told of 
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the very honorable service that Mr. 
Phelps has rendered the company and 
how cordial their relations had been 
for that long period of time and he 
also spoke of the great esteem in which 
Mr. Phelps was held by everybody 
connected with the K.-D. company. 

Mr. Phelps was greatly moved and 
told of the very pleasant relations that 
have always existed between the K.-D. 
company and himself and how reluc- 
tant he was to resign, but felt that 
he owed it to himself and his family 
to have more leisure time, after so 
many years in the harness. 

The following, representing the K.-D. 
company, were present: 

A. C. Golden, New England terri- 
tory; J. C. Friedauer, New Jersey ter- 
ritory; Morris Schmidt and L. C. Hart, 
New York territory; Harry Miller, 
Pennsylvania territory; Lawrence 
Niehoff, New York, Pennsylvania and 
Ohio territory; Frank Woll, Indiana- 
Kentucky territory; Harry Dunn, In- 
diana and Michigan territory; Jimmie 
Blythe, Illinois and Wisconsin terri- 
tory; Dan O’Connell, Minnesota and 
the Dakotas; W. R. Follansbee, Iowa, 
Nebraska and Colorado; Charles Frum- 
hoff, Missouri, Kansas and Oklahoma; 
Charles Hammond, Texas; Fred 
Kirkman, South Atlantic territory; 
Joseph Denning, assistant superinten- 
dent; Thomas J. Drugan, production 
manager; Messrs. Jaap-Orr, of the 
Jaap-Orr Advertising Agency; H. C. 
Flynn, secretary; W. B. Schawe, trea- 
surer; Frank X. O’Brien, vice-presi- 
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dent and general manager. Joseph 
Betram, superintendent of the factory, 
who has been ill for a few weeks, was 
unable to attend. 


Bert Glidden With Longini 


Boston—Bert A. Glidden is to rep- 
resent the Longini Shoe Mfg. Co., 
Cincinnati, Ohio, in the New England 
territory carrying that line of make-up 
and in-stock popular-priced shoes. Bert 
is an old New England product and 
knows every shoeman and store in New 
England. 


Shoe Man in Politics 


INDIANAPOLIS, IND. — Charles I. 
Slipher, president of the Indiana Shoe 
Travelers’ Association, has entered the 
political field. Mr. Slipher will run on 
the Democratic ticket for precinct com- 
mitteeman. 





Operates Own Department 


BIRMINGHAM, ALA.—Joe Dannis, for 
five years manager of the ladies’ de- 
partment at Pizitz, is now operating 
his own department at the New Wil- 
liams store here under the name of 
Joe Dannis Shoe Company. 

Mr. Dannis has been in the shoe 
game in Birmingham for several years 
and prior to going to Pizitz he was 
manager of the department at Herman 
Saks and Sons, now out of business. 








JODHPURS 


Now!—one of the country’s leading 
manufacturers of quality riding boots 
uses Shugor exclusively in_ this 


new Jodhpur style. 


In addition to its fine lines, its 


fitting features provided by 
the proper elastic tension 
and stretch of Shugor make 

it the most comfortable 
footwear of this type 
ever perfected. Shugor 

is not ordinary gor- 

ing. 


Shugor is made by Thos. Taylor and Sons, Hudson, Mass., who 
have been specializing for more than seventy years in the art of 
weaving high grade elastic shoe goring. Shugor has helped hun- 
dreds of manufacturers to get the proper fit and comfort in all 
types of good shoes. 


J. M. CONNELL SHOE 


COMPANY 
SO. BRAINTREE, MASS. 
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Dancing Shoes and Taps 


6 0 8 tS 


Pat. Tap Slippers 


IN STOCK 
822x 
(MeKay) (Turn) 
BYe-11 $1.20 $1.65 C6 
3-2 1.25 1.70 B-C 
2 1.35 1.80 A-B-C 





ALSO LOWER GRADES 


SCHWARTZ & HERDER, INC., MFRS. 
70-72 N. 4th St. Philadelphia, Pa. 


EE 


St. Louis Shoes 


Oh 6 a 


ST. LOUIS 
STANDARD BRANDS 


We specialize in women’s, 
men’s and olrildren’s samples 
and jobs for special promo- 
tions — handle nothing but 
St. Louis made shoes from 


reliable sources. 


“While in town see Weil” 


M. K. WEIL SHOE CO. 


1326 Washington Ave. St. Louis, Mo. 


ei inl 


Women's Shoes 


i 


LUMBARD © o255 


Modern Turn Shoes That Fit 
5753 WILL NOT GAP 


y Kid — trey Baroan 
AA to EE 
$2.40 


Ee 
Pe EO 








HAND TURNED 
FOOTWEAR 





VAUGHAN TOWLE CO. 


A division of L. B. Evans’ Son Co. 
AKEFIELD MASS. 











Obituary 
Gustav J. A. Trostel 


MILWAUKEE, Wis. — Gustav J. A. 
Trostel, 71, president of Albert Tros- 
tel & Sons Company, large leather 
tannery firm, and a leading and well- 
known Milwaukee business man, died 
at his home early Friday morning, 
May 8, after a short illness. 

Mr. Trostel was a native of Mil- 
waukee, a son of Albert Trostel, also 
in the tannery business, originally in 
partnership with Albert Gallun. The 
firm of Trostel & Gallun was dissolved 
in 1885 and Albert Trostel founded 
the firm of Albert Trostel & Sons Com- 
pany. 

Gustav Troste] attended the Peter- 
Engelmann School, which is now the 
Milwaukee University. After finish- 
ing school he went into his father’s 
tannery to learn the business. 

In 1908, Gustav Trostel became pres- 
ident of the company upon his father’s 
death, an office in which he was active 
until a year and a half ago. Albert 
Trostel, his brother, was, until recent- 
ly, in the business with him as vice- 
president. 

Gustav Trostel was a director of 
the West Lumber Company and vice- 
president of the board of regents of 
the Milwaukee School of Engineering. 
He was for many years president of 
the Student Aid Association. He was 
a member of the Wisconsin Club, the 
City Club and the Athletic Club. He 
was active in furthering reforestation 
and conservation work in Wisconsin, 
being interested in outdoor life. He 
spent much of his time on his farm 
on the Milwaukee River. 

Besides his widow, Mr. Trostel is 
survived by two daughters, a son, a 
brother and a sister, besides six grand- 
children. 

Funeral services were held for Mr. 
Trostel Monday, May 11, and burial 
was in the Forest Home Cemetery. 





Frederick F. Schaffer 


NAUGATUCK, CONN. — Frederick F. 
Schaffer, 82, one of the pioneers of 
the rubber footwear industry in Con- 
necticut, and connected with the in- 
dustry for 60 years, died April 26 at 
the Waterbury General Hospital after 
an illness of two weeks. The last 52 
years of his activity in the industry 
were spent in Naugatuck, and he was 
credited with having contributed 
greatly toward making this com- 
munity one of the rubber centers of 
the world. 

Born in Prussia, June 12, 1853, Mr. 
Schaffer was brought to America by 
his parents when one year old. The 
family settled in Milltown, N. J., 
and Mr. Schaffer was educated in the 
public schools of that town and New 
Brunswick, N. J. In 1867, at the age 
of 14, he obtained work with the New 
Brunswick Rubber Co. Six years later 
he transferred to the New Jersey 
Rubber Shoe Co., and when the fac- 
tory was destroyed by fire in 1876 
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he removed to Naugatuck where he 
was placed in charge of the boot and 
shoe department of the Goodyear India 
Rubber & Glove Co. 

In 1885, Mr. Schaffer was made 
superintendent of operations in all 
departments of the G. I. R. Glove 
plant. He was elected secretary in 
1905 and a director in 1913. In May, 
1915, he was elected president of the 
G. I. R. Glove and less than two 
years later was chosen director and 
president of the Goodyear Metallic 
Rubber Shoe Co. Mr. Schaffer held 
these positions until 1928 when the 
plants were taken over by the United 
States Rubber Co. The business is 
now controlled by United States Rub- 
ber Products, Inc. 

Mr. Schaffer was active in Nauga- 
tuck political, fraternal and banking 
affairs. He was married three times 
and is survived by his third wife, 
three daughters, one son and a sister. 
His son, Frederick W. Schaffer, is 
now superintendent of the Naugatuck 
rubber plants. 





Philip Murphy 


Newark, N. J.—Philip Murphy, 58, 
proprietor of the Cantilever Shoe Co., 
Newark, died Apri] 26 at his home, 
29 Lowell Avenue, West Orange. 

Mr. Murphy was born in Boonton, 
July 17, 1877, and had lived in Spring- 
field, Mass., and Newark prior to mak- 
ing his home in West Orange, ten 
years ago. He had been engaged in 
the shoe business forty years and 
prior to establishing the Cantilever 
concern in Newark he was shoe buyer 
for Forbes & Wallace Department 
Store of Springfield. He was a mem- 
ber of the Mecca Temple, A.A.O.M.S. 
and York Commandery, Knights Temp- 
lar, New York, and the State Exempt 
Firemen’s Association. 

He leaves his widow, a daughter, 
two brothers and five sisters. 


Bert Phillips 


INDIANAPOLIS, IND.—Bert Phillips, 55 
years old, and for more than thirty- 
seven years associated with Neff Nus- 
baum Co., Richmond, Ind., died April 
17. Mr. Phillips has been in poor 
health for several years. He was a 
grand master of the Masonic lodge, 
and the only thirty-third degree Mason 
in Wayne County. He was widely 
known in shoe circles throughout the 
Middle West. 





Fred H. Marty 


ELKHORN, Wis.—F red H. Marty, 69, 
retired shoe dealer, died at his home 
here, April 18. Mr. Marty was once 
manager of the former Kindschi’s shoe 
store in Madison and operated a shoe 
store in Baraboo before moving to 
Elkhorn in 1912. He had been in the 
shoe business here continuously since 
then until last June when he sold his 
store to Lee Welsh of Baraboo, due to 
ill health. He is survived by his widow 
and a daughter. 
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Excelsior Adds Factory Men 


PortsMouTH, OH10—Excelsior shces, 
Inc., have just rounded out their second 
season as manufacturers of a popular 
line of women’s, girls’ boys’ and Boy 
Scout shoes. Several men have been 
added to their factory force who are 
regarded as “TOPS” by the entire in- 
dustry. William J. Carey has been ap- 
pointed the new factory superintendent. 


WILLIAM J. CAREY 


Mr. Carey has had over 30 years’ ex- 
perience in this line, including 20 years 
with Utz & Dunn Company, several 
years with I. Miller Company in their 
former Haverhill plant, and with the 
Mennihan Shoe Company, where he 
was in charge of the making of Arch 
Aid Welt Shoes. With Mr. Carey, they 


have also added several new factory 

foremen, including William Downhill, 90% LO NG FE R WE AR 
formerly with the Moore-Shafer Co.; o 

J. E. Fagan, making room foreman, 

formerly with Ground Gripper Shoe S N UG F IT AT B AS E 
Co., Boston, Mass.; Irvin Ross, fore- 

man of the sole leather room; Bishop 

Wolfley, cutting room foreman, who B ETT ER LOO KI NG 
was formerly plant superintendent for 

Hoge-Montgomery Shoe Co. for more 

than eight years; Earle Favire, lasting Cc O STS N O ™ O RE 


room foreman, and Curtis Seay. With 
this staff of competent men in charge 
of production Excelsior expect to mar- 
ket a finer line of footwear than ever 
before. 











| scale 





Gadi Buys Compo Chemical 7 

MEMPHIS, TENN.—The Compo Chem- aoe SS 
ical Company of Boston, Mass., manu- f eae WS SCREEN ) 
facturers of satin dyes, neutralizer, U.S.PATENT NO.1,998,988 


sheen, and satin cleansers, have sold 
this division of their company to Gadi, 


Inc., of Memphis, Tenn., who manufac- 

ture Gadi color leather shoe dyes and e 

Gadi white shoe polishes. 
The research laboratories of the two 

companies will be combined in Mem- Cc O M PA N Y 


phis, and the personnel, machinery, etc., CHELSEA, MASS. 
has been transferred to Memphis. 
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Dancing Shoes and Taps 


SO OE ee re er er 


BLACK CA re 
PAT. LEATHER 


Women’s 
A-B-C 242-8 Misses’ 
$1.55 alte P| 1142-2 


OweENS SHOE Co. 


28 Goodhue St., Salem, Mass. 
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Sport Shoe Leathers 


SLATTERY S 


An Aniline dyed heavy sueded leather 
for men’s and women’s sport shoes. 


SLATTERY BROS. 


210 SOUTH ST. TANNING CO. 


BOSTON,MASS. ON et 


} 
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Shoe Cleaner | 


SEA EP EO ee | 





—can be used on new shoes and 
rough leathers. The only safe 
cleaner for shoe stores to sell. 


verett & Barron (0 


TORONTO, CAN. 
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New Shoe Store in Pittsburgh 


Photograph shows view from front entrance of Schmidt's new shoe store in the Oliver Building 
in Pittsburgh. This firm has been engaged in business for 22 years at 627 Smithfield Street. 


In the rear, as shown in the photograph, is the entrance to the Men's Annex, a 


a separate depart- 


ment that provides privacy in fitting. Just in front of the men's annex is the X-Ray department. 
This store makes a specialty of X-Ray fitting. At the right of the entrance is the conveniently 
located hosiery department. 


PITTSBURGH, PA.—Albert J. Schmidt 
of Schmidt’s Shoes, over fifty-six years 
in the shoe retail business here and for 
the last 22 years operating in his 
store at 627 Smithfield Street, moved 
into his new store in the Oliver Build- 
ing on April 29, one of the most mod- 
ern and most attractive shoe stores in 
the downtown district. 

The entire store is streamlined in 
design, including some of the display 
windows and the furniture. Attrac- 
tively designed walls divide the stock 
from the sales department. The store 
has a general sales department, a ho- 
siery department and a men’s annex 
for men who desire more privacy. An 
X-ray machine is located in the gen- 
eral sales department. Over 20 stream- 
lined single and double chairs are 
placed in the store. 


Open house was held on the night 
of April 29 when hundreds of cus- 
tomers were invited to attend the 
opening of Schmidt’s new store. Nearly 
7000 invitations have been mailed to 
inform residents of the event. 

An unusual feature of Schmidt’s 
store is the constant service to cus- 
tomers wearing extreme-sized shoes. 
Size 15 triple A shoes for men and 
size 11 shoes for women are always 
in stock. 

Indirect lighting throughout the 
store adds to the general attractive- 
ness. The plans were designed by 
Robert Law, architect and nephew of 
Mr. Schmidt. 

The store staff includes Bruce 
Lehman, store manager; Frank Det- 
tler, I. Yarbrough and Hazel Kirk, for 
22 years secretary and cashier. 





Trade Literature 
Biographical Catalog 


WILTON, MAINE—G. H. Bass & Com- 
pany include in their recently issued 
in-stock catalog an interesting descrip- 
tion of the first three types of shoes 
they made when the business was 
established in 1876. First came the 
leg boot for farmers and woodsmen, 
which was sold through country stores 
in neighboring towns. Then, sensing 
the demand for a lighter-weight shoe 
for Summer wear, George H. Bass 
devised the plow boot with two buckles. 
Some time later he went into the 
manufacture of a shoe designed en- 
tirely for loggers with spikes in the 
heavy soles. Also described is the 
development of the moccasin as a part 


of the modern shoe wardrobe. Out- 
door footwear of all types, including 
some which are highly specialized in 
their use, is pictured and described 
in the main part of the catalog. 


Employees Publish Magazine 


LYNN, Mass. — Employees of the 
Gregory & Read Shoe Company have 
a lot of fun being editors and con- 
tributors to a magazine which prints 
real news plus a number of items 
reminiscent of Walter Winchell. ‘“Pub- 
lished monthly,” says the foreword, 
“by the employees of the Gregory & 
Read Shoe Company and circulated 
for the enjoyment, interest and fur- 
therance of good fellowship among 
them.” The magazine, known as “The 
Benefactor,” is self supporting. 
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= = = = Convenient 


—to Shoe District— to Theatres 


— toTransit Facilities— to SmartShops 
————MODERNIZED ROOMS 


DOUBLE , $50 
with Bath (0 Mme 


SINGLE 


$ 
with Bath from 





ee. 








CHOICE SAMPLE ROOMS 
COULON-LA FRANCHE MANAGEMENT 
GEORGE A. TURAIN, General Manager 


Cor. Tremont and Boylston Sts., Boston, Mass. 





i> dip dip dip dip dip dip dip dip, dip, di dip i. 








tl i ee 


Chain Store Efficiency 


records are made available 
to independent retailers in the . 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, II. 


Can 
fitted shoe. 


position. 


Medium, Narrow. 
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A Money Maker 
=e ARROWSMEFH 


A light weight support for re- 
lieving tired, aching feet, foot 
and leg pains caused by weak 
or fallen arches. A very effec- 
tive and popular priced support. 
worn in any properly 


Anybody can fit it to the individual 
foot requirements by inserting a but- 
ton hook in the hole in heel of upper 
plate, swing out plate as shown in cut, 
end it over the edge of a table or 
chair until it has the 
tion, then swing it bac 


Women’s — 2-3, 4-5, 6-7, Wide, 


Wholesale - - $18.00 per doz. pairs 
SEND FOR NEW CATALOG 


SHOE SUNDRIES, INC. 


Exclusive Distributors of Arrowsmith and Dr. Wood’s Foot Specialties 


219 W. Chicago Avenue .. . . 











——_ eleva- 
into proper 


SIZES: 
Men’s— 6-7, 8-9, 10-11, Wide, 
Medium, Narrow. 


Retail $2.50 per pair 


CHICAGO, ILL. 
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Good Stores Deserve Good 
Windows 


[CONTINUED FROM PAGE 25] 


play. This is an old, old device that 
has been used from time immemorial, 
yet it held the attention of the men and 
rarely fails to do so. Men like to see 
how things are made and will usually 
stop to examine the raw materials that 
go into a product. In this instance a 
tabulation showed that in three days 
the display brought exactly seventy-two 
men into the store who bought the 
$12.50 grade. In addition it created 
interest in the $25 custom shoes to 
stamp the promotion as a successful 
part of the store’s Spring campaign. 
During the three days that this trim 
was in the window, the road man 
representing the factory in this terri- 
tory was at the store. A window card, 
prominently displayed, read as fol- 
lows: “Ross King, Banister’s repre- 
sentative, will be in the men’s shoe 
department. Orders will be taken on 
any special pattern to your individual 
measure. Per pair, $25.00.” 

This window was just one item in a 
complete program designed to sell 
more men’s top grade shoes this 
Spring. Newspapers and store mail- 
ings were started early, followed by 
the window and then by more adver- 
tising. One thing discovered during 


the course of this campaign was the 
absence of price resistance. Previous 
to this promotion $8.50 grades had led 
in sales; as a result of this season’s 
promotion the $12.50 group took the 
lead. 

The Saks & Company window was 
clearly a carefully planned promotion 
to introduce a new type of shoe, name- 
ly, the plateau or side-wall last. It 
showed the shoes themselves, one of 
the skins to demonstrate the fine qual- 
ity of leather used in them and, final- 
ly, the sartorial or fashion background, 
suggested by the hat, double-breasted 
sack coat, collar and necktie. Thus in 
presenting a new shoe to the men who 
do their shopping in upper Fifth Ave- 
nue, this store also suggests the use 
of the shoe, and gives the prospective 
customer a pretty definite idea of 
where it fits in the wardrobe. Obvi- 
ously there’s a better chance of selling 
a man something new, if one can at 
the same time show him a use for it. 


Oscar Dufresne 


MONTREAL, CANADA—One of the 
leading figures in the boot and shoe 
manufacturing industry in Canada, 


Oscar Dufresne, past president of the 
Shoe Manufacturers Association of 
Canada, passed away recently. 

Mr. Dufresne began his business 
career in the shoe manufacturing plant 
operated by his father, and _ later 
formed the firm of Dufresne and Locke, 
one of the most prominent in the in- 
dustry for many years. He _ then 
branched into the contracting busi- 
ness, founding the Dufresne Construc- 
tion Company which handled many 
large contracting enterprises through- 
out the province. He was an alder- 
man of Maisonneuve before its annex- 
ation to Montreal, and, during the 
Great War was appointed by the 
Dominion Government a member of 
the Canadian Military Stores and 
Wares Commission, the purchasing 
body of the Canadian Expeditionary 
Force, being responsible for providing 
hundreds of thousands of soldiers with 
footwear and other equipment. 

Prominent in charitable and social 
undertakings he was named president 
of the Notre Dame Hospital a week 
before he died. He founded and con- 
tinued as director of the Societé Can- 
adienne d’Operette, leading French- 
Canadian musical body of Montreal, 
and was widely recognized as a collec- 
tor of objets d’art. He was a member 
of the governing body of the Univer- 
sity of Montreal, the Montreal Board 
of Trade, Chambre de Commerce, St. 
Denis Club, Laval-sur-le-Lac Country 
Club and the Cercle Universitaire. 














THE TICKET 


FaUNDDY (Oy a0a 1D) 


Green leaves and gay flowers 
on white board. The scroll de- 
sign emphasizes the text as 
outstanding style news. 


The display card is 8” x 14”. 

















CARD HOLDERS 
Oval base—burnished gold— 


three-color trim. These modern- 
istic holders take any size card, 
and harmonize with the finest 
window display fixtures. 

Supplied with annual services. 
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Everyone Passing 


is a Possible Prospect 


SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women's hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35¢ each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 


MERCHANDISING AIDS 





‘ Polly Cli 
Pouy Cup for Price me 


for Price Tickets Tilt at any angle. 





+ fF 
s 

Polly Shoe Holder S 

To display arch, branded, and [EDOROER 
fibre-sole shoes. Always re- 


mains in upright position. eseseses 





Recorder Stock Record 
Tickets 


for shoe cartons. Cyclone clips 
included: 











sssaceané 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS aare obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 


12 dozen (printed or blank) 
6 o o Ll} oe 























(Crose out 


SPECIAL: 
Gaetaniten of one gross Polly 


ips and one gross Arrows, only 
$5.00. 


SERVICE 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


CARD 





SPECIAL CARDS, with wording as wanted; or, duplicate stock cards for your 
other window—gratis. 


EXCHANGE ‘OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


SHOW 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c¢ per fifty, additional. 
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NSS SSS STATE 


For 
for 


cash In advance, full year’s 





SERVICE | MONTHLY HOLDERS TICKETS 





Ne. | $5.00 6 100 


1G 
~ 
z 
z 
P 





Ne. 2 4.00 4 100 


. per year, payable 


per month. 





month additional 
each month’s service deliv- 





Ne. 4 


Q FOR ITSELF + IN 
(aff INCREASED BUSINESS 
(Mail Couper Vow! 


lt 


service, 5% discount. Checks 
from forelgn subscribers 
must be drawn on VU. &. 
banke, or Include exchange. 
If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
der, we agree to pay $1.00 
ered, and agree to return the 
eard holders. 


For this service we will pay 

















per 





FOR 








MERCHANTS SERVICE DEPARTMENT 
BOOT € SHOE 
TI kcavd EY 


209 S:STATE ST: CHICAGO:ILL: 




















Cheek, with order, please, unless C.0.D. preferred 


Card_ Service 
.-, consisting of 


. card holders (with 
. IMPRINTED 


OF 


| i545 











11 
i 





“S": Brown, tan 
and yellow — gold 
on tan mottled 
board. 


“C” Midnight blue 
and vermilion de- 
sign on buff board. 


“B”: Blue bar with 
orange sunburst on 
silver board. 

“A”: Same design 
white board— 
brown bar—orange 
sunb: 


Please enter our order for the 
Recorder “Selling Messages,” 


beginning with MAY, 
for 


continuing monthly for one 
the first month's service), 
blank tickets each month, 
TICKETS, at 35¢ per fifty, 
additional 


year, 


Size: 11/4” x 2%°—Prices on opposite page. 
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SALESMEN WANTED 


SALESMAN WANTED 


SHOE STORE WANTED 








WANTED 


Salesmen to carry short line of ladies’ 
Nu-Matic cushioned comfort shoes, welt 
construction, as side line. Attractive straight 
commission. Apply at once. 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 











WANTED: Salesmen to carry line Infants’ 
Prewelts and Men’s Beach Sandals, com- 
mission basis. The Kepner Scott Shoe Co., 
Orwigsburg, 


ANTED, Salesman for Indiana and Illinois, 

to carry very strong line of men’s, boys’ and 
little gents’ work and dress shoes on a straight 
commission basis. Experienced man only. THE 
PILOT SHOE COMPANY, 31 Hopkins Place, 
Baltimore, Md. 





T RADE-MARKED line children’s shoes with 

good following wants salesman for Illinois. 
Stock in Chicago. Will make excellent side 
line. Address E-768, care Boot & Shoe Re- 
corder, 209 S. State St., Chicago, IIl. 








SHOE STORE WANTED 


Interested in an established store for 
retail shoe business within 50 miles of 
Philadelphia having 25,000 or more 
population. Must be on main street of 
town. Address E-761, care 
BOOT & SHOE RECORDER 
Chestnut at 56th St., Philadelphia, Pa. 











BUSINESS OPPORTUNITY 





BUSINESS OPPORTUNITY 











WANTED: Side line salesmen to carry New 
England's outstanding line of Infants’ Flex- 
ible stitchdowns, % sizes, to retail for $1.00. 
All territories open except New England States. 
Case lot proposition to volume trade only. Ad- 
dress E-743, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





ALESMEN for full-time or side-line repre- 

sentation, commission basis, line of fine shoe 
dressings made by nationally known concern. 
Choice territories on Pacific Coast, Middle West 
and Metropolitan New York still open. 5134 
Lancaster Avenue, Philadelphia, Pa. 





THIS MESSAGE 


is addressed to alert, live retailers in the Chicago, Detroit, Cleveland or Twin Cities 
area who can do a good job selling a fine line of men’s well styled flexible, all 
leather shoes retailing at $5.50—a range of sizes 5 to 14, AAA to E wide. 
measure up to our requirements there is no investment on your part. Tell us all 
about yourself in first letter and our profitable plan will be explained to you. 


Address E-769, care BOOT & SHOE RECORDER, 209 South State St., Chicago, fil. 


If you 














POSITION WANTED 





WANTED—Experienced salesmen to handle 
on commission line of Women’s Arch Shoes 
retailing $4.00 and $5.00. 50 patterns carried 
in stock, factory proposition, give references. 
Territory open—Connecticut, Virginia, N. Caro- 
lina, Tennessee, Alabama, Iowa, Minnesota, 
Missouri and Kansas. Address E-751, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


SHOE salesman desiring a pocket side line 
from which to establish a good paying in- 
ome, write J. S., 86 Ellicott Street, Buffalo, 








A COMPLETE line of juvenile shoes, infants’ 

to growing girls’, carried in stock at popular 
price range, is open for a capable salesman in 
the states of Maine, New Hampshire and 
Vermont. Full details and references must 
accompany the first letter, or application will 
not be considered. Address E-749, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


RESIDENT salesmen. All large cities. Fac- 

tory line Men’s, Boys’, Youths’, Growing 
Girls’, Misses’ and Children’s popular priced 
stitchdowns. Liberal commission. Address 
E-760, care Boot & Shoe Recorder, 140 Federal 
Street, Boston, Mass. 


IDE LINE SALESMAN — Established Spat 

Manufacturer has good territories open. Lib- 
eral Commissions to Salesman with folowing 
among Retail, Department Store and Wholesale 
Buyers. References. Address E-766, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


SALESMAN for Chicago and suburbs for es- 
tablished well known trade-marked children’s 
shoes stocked in Chicago. Address E-767, care 
Boot _ Recorder, 209 S. State St., Chi- 
cago, Ill. 














ANAGER — Thoroughly experienced retail 

shoe man, graduate practipedist is open for 
proposition. Knows buying, selling, manage- 
ment. Can take full charge. Address E-765, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





MANUFACTURERS, jobbers, and chain store 
operators. I am 32 years of age, alert, and 
well informed merchandise man, willing to go 


WANTED TO LEASE 





WANTED to Lease—Ladies’ shoe departments 
by live wire operators. Popular price na- 
tionally advertised line. Prefer Ohio, Indiana, 
Michigan. Address E-763, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
Nn: % 








anywhere in the United States as store ger 
or supervisor. Address E-762, care Boot & 
Shoe Recorder, 56th and Chestnut Sts., Phila- 
delphia, Pa. 





LINE WANTED 


WANTED: For North Carolina, line of Men’s 
and Women’s snappy shoes, to retail one-fifty 
a dollars. Address Box 561, Goldsboro, 
no. 








ANTED: Line of Ladies high style shoes 

to retail at Four dollars, or line of growing 
girls’ snappy patterned to retail at not more 
than Three-fifty. Well rated accounts in Ohio. 
Excellent references. Connection wanted at 
once. Address E-770, care Boot & Shoe 
oo 239 West 39th Street, New York, 


aN. 





FOR SALE 


ODERN FAMILY SHOE STORE, ideally 

located in prosperous central Wisconsin 
city. With or without stock. Address E-764, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








MERCHANTS’ NEEDS 





$4.00 


HALF GROSS 


Pory Cup 
for Price Tickets 


Tilts at Any Angle 


M. D. Pollinger Co. 
HOLLAND BLDG. 
8T. Louis mo. 








NOW READY . . . CATALOGUE No. 32 


Write for copy and details 


WEAVCO INTERNATIONAL, INC. 


Manufacturers 


SHOW WINDOW DISPLAY EQUIPMENT 
214 Institute Place, Chicago Ill. 








mum charge 75 cents. 


address should be counted. 





When a box number is desired twelve words should be added for the address. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 


For all other classified advertisements the rate is 7 cents per word. 
In all other cases each word of the 


Minimum charge, $1.25. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
i Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Seq 
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FOR RENT 


BUSINESS OPPORTUNITY 


MERCHANTS’ NEEDS 








A COMPLETELY furnished Shoe Department 
in front of a modern established specialty 
Ready-to-Wear Store in best location. Chas. 


Rosenthal Company, Chattanooga, Tenn. 





WANTED TO PURCHASE 














CASH FOR BRANDED SHOES 


Men’s, Women’s—Factory or Retall 
Wanted: a Cross, Florsheim, Arch Preserver, 
Jettick, ete., Nunn-Bush, Bos- 
}.- Walk-Over, ete. 
BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 5181! 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 





MONEY 
IN FOOT CORRECTION! 


A “Technopedic System of Foot Correction” 
office or department will make money for you. 
Many successful offices throughout the coun- 
try. Technoped machines, complete equip- 
ment, home study course and diplomas on com- 
pletion at low cost. Easy terms. Write. 


TECHNOPEDIC INSTITUTE 
665 BROAD STREET NEWARK, N. J. 























WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 

89 Reade St. Cor. Church 








Phone Barclay 7-7887 New York City 











HOTELS 





Convenient To 
Leather Cente 








Ideally situated 
in the Loop, the 
BISMARCK HOTEL 
is just a few 
stepsfromevery- 
thing of impor- 
fancein Chicago. 


[as 





Served by a staff 
that anticipates 
your every wish, 
guest rooms offer 
the ultimate in ex- 
cellent living... 














Famed dance 
orchestras and 
sparkling floor 
shows await 
you in the 
sophisticated 
Walnut Room. 


BIS AW: W:ae 4 
HOTEL 


RANDOLPH ATLA SALLE 





Fall Style Trend Forecast 
[CONTINUED FROM PAGE 56] 


important materials for low heel shoes 
will be bucko, splits, sueded types and 
sturdy-looking boarded calfskins in 
both lined and unlined weights.” 

The style show carried out Mr. 
Rogers’ Fall selections. Ten beautiful 
models showed over 200 pairs of shoes 
in a three-hour offering. Up to eight 
models were on the run at a time. It 
was one of the most pretensive style 
shows ever staged in this territory. 
Enthusiastic discussions followed in- 
spection of the footwear. 

Represented at “Bill” Harney’s show 
were The A. Polsky Co., Akron; Hel- 
bert & Shenberger, Ashland; George 
O’Leary, Ashtabula; Fleischer’s, Can- 
ton; The Rollman & Sons Co., Cincin- 
nati; The Stone Shoe Co., Cleveland; 
The Union Company, Columbus; E. C. 
Thayer, Conneaut; Carton’s, Coshoc- 
ton; the Rike-Kumler Co., Dayton; 
Crowley, Milner & Co., Detroit; Kirk- 
land & Co., Kenton; Hageman Shoe 
Co., Lorain; Gail G. Grant, Inc., 
Painesville; McCreery’s, Pittsburgh; 
Frank W. Pietschman, Sandusky; 
George Bunn, Salem; Kuebler-Burger 
Co., Tiffin; The Lion Store, Toledo; 
Lustig’s, Youngstown, and the Interna- 
tional Shoe Co., St. Louis. 


Gordon Duffus Dies 


PHILADELPHIA, Pa.— The sudden 
death of Gordon Duffus, 32, salesman 
for Laird, Schober & Company, on 
Monday, May 11, comes as a distinct 
shock to the trade. 

Mr. Duffus sold Laird, Schober shoes 
out of the New York office and was 
prominently identified with the concern. 

He was son-in-law to George S. Laird 
and a member of the firm. 

He leaves a wife, Constance Laird 
Duffus and a nine year old daughter, 
Deborah. 


SHOWCARDS « PRICE TICKETS | 
¢ BACK GROUNDS e 


SPECIALISTS IN CHAIN SHOE STORE WINDOW PROMOTION 


p T 


LEVINE BROS. eee ni Aves — 











INCREASE 
YOUR SALES 


33% 
WITH 


SCIENTIFIC 
SHOE FITTING 


THE BRANNOCK DEVICE 


Builds Sales - Saves Time - Simple - Aceurate 
Areh Length - Toe Length - Width - ALL at once. 
- + In all our years of experience in fitting 
aie we have yet to find its equal as far as 
accuracy and sureness are concerned.’ 
Chas. M. Floyd Co. 
Manchester. N. H. 
Hundreds of dealers are increasing sales and build- 
ing a reputation for expert fitting with the Brannock. 
Write for Descriptive Folder 
and list of shoe factories offering Brannock Devices 
at special cooperative price. 


THE BRANNOCK DEVICE CO. 
SYRACUSE, N. Y. 




















Dr. Pyles Foot Oscillator 


‘The Most Remarkable Contribution to shoe retailing in 
recent years. uke your store out of the ordinary class. 
Install_a Dr. Pyles Foot Oscillator, and watch your 
sales ‘‘Jump Ahead.”’ Brings to your customer ‘‘instant’”’ 
foot relief. Makes fitting easier and quicker. Now in 
use by leading shoe 
and department stores 
throughout the country. 














Can be operated by customer or clerk with simplicity, 


operating costs less than 1¢ per 
Sold on sutisfaction or money refunded guarantee. 


Low Cost—Easy terms—Write 
VIPEDEX CO. 


63 Chamber of Commerce Bldg. 
Los Angeles, Calif. 





Fashion Editors Visit Selby Factory 


PORTSMOUTH, OHIO—It may be a 
long way from New York, but it is not 
too far to attract fashion editors look- 
ing for shoe news. During the past 
week, the Selby Shoe Company has been 
visited by Miss Julia Coburn of the 
Ladies Home Journal, Miss Elizabeth 
Ambrose of Harper’s Bazaar and Mrs. 
Ethel Little of the Woman’s Home 
Companion. They were all shown 
through the entire factory and were 
very enthusiastic about the Selby Fall 
shoes, both from the point of smart- 
ness and style. 
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The Odds 


You can’t do worse than fail, 
So why not make the try? 

Why not attempt the heights to scale 
Into the mighty sky? 


You can’t do worse than fail, 
And that is no disgrace. 

It is much worse to lift no sail, 
And not attempt the race. 


You can’t do worse than fail, 
So dare the larger deed. 
Select your goal, and take the trail. 
Try it. You may succeed. 
—Clarence Edwin Flynn 





Adjustable Shoe Co. Opens 
New York Store 


New YorkK—The Adjustable Shoe 
Company of St. Louis, Mo., has opened 
a new store at 35 W. 35th Street in 
this city. The opening was attended by 
Dr. Block, who developed the Adjust- 
able shoe after thirty years of experi- 
mentation and who, seven months ago, 
opened the first store selling this new 
shoe, in the Arcade Building in St. 
Louis. This shoe is said to involve a 
new principle in orthopedic shoes. A 
special steel shank is built into the shoe 
and is said to give the foot the proper 
balance with comfort and flexibility. Its 
orthopedic features comprise a patented 
built-in insole, slotted to receive the 
special pads necessary for the correc- 
tion of the foot of the individual 
wearer. 

Albert Eskin and John S. Weigert 
are the owners of the new store in New 
York, which was introduced to the New 
York public by a series of ads in 
leading newspapers in the city. Mr. 
Eskin was formerly with the St. Louis 
store under Dr. Block. 

The new store, of which he is part 
owner, is nicely laid out with wall-to- 
wall carpets, running the length of the 
room, low-hanging, indirect lighting 
and modernistic fitting chairs of 
chrome-plated spring steel, upholstered 
with red leather aligned along both 
sides of the room. No stock is dis- 
played in the store except in the window 
and in a small display case to the left 
of the entrance. 

At the rear of the store are private 
fitting rooms in charge of Dr. Bersche, 
who diagnoses the foot trouble and 
makes the proper adjustments to the 
shoes. A record is kept of each cus- 


tomer’s trouble. Customers are urged 
to visit the store often so that a check- 
up may be made as to the progress 


made in the correction of the foot. 








Change in Dates of 
Wisconsin Convention 


MADISON, Wis.—Announcement was 
made here last week of a change in the 
dates of the annual convention of the 
Wisconsin Shoe Retailers’ Association, 
which will be held in Madison, June 21, 
22 and 23, instead of June 14, 15 and 
16, as originally announced. 
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ee ere eee cre eee ore eee ree 6,7 
SHOE PORA CO., AUBUFM, IN. Linc ccesccsscccccccccscccccccssccccccsseccccccccccccces 56 
ee Oe reer err eer eer errr Cre eee 69 
Oe Cs I II, BB ng 5 cc rrcciccecc ep ccccccwcsccesecieasccnvtetaccsesoses 73 
WEAVCO INTERNATIONAL, INC., Chicago, Ill.........-.. cece cece eee ete e eee eeee 72 


MISCELLANEOUS 
BARIS SHOE COMPANY, New York City...... ccc ccccccccccccccccccccccecccccccsece 73 
BIGMARGK: MOTE, CHINO, Tile cdi iy cccccccteccnccserese cect etisciec cc ccccsccccrens 73 
BOSTON SHOE SHOW, Boston, Mags. ..... 2... ccccccccccccccccccccccccccccccccses 38, 39 
COMMERCIAL FACTORS CORPORATION, New York City.........-...c cece eeeee 61 
Py ks ee MS Bl arc csc ccc ccc dneberseebesesbsdecdedcccceccccescessoss 10 
HOTEL TOURAINE, Boston, Mass........cccccerecccccccecnccecectecsesesseencessees 69 
STR VETE: CERF eee) BOUT CONTE ID ec bcicccccccccscresege cncetevecvesesntpcccecccccccces 73 
KIRSCH-BLACHER CO., INC., New York City............. cc cece eee c cece cece eeree 73 
eS a De he > Pere re Tre rere re re ee OOO 73 
TECHNOPEDIC INGTITUTE, Newark, N. J... ccccccccccccccccccccccccsccccess rn 
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Contrast is the keynote of autumn fashion—flaring 
tunics over reed-like skirts, color against color, light 
against shadow. In shoes, the newes 


+ dull-bright com- 
bination is New Castle Shadow Kid with patent— 


most refreshing when the dull Kid surface is Araby 
green, the patent —@ high-light of shining black. 


* SHADOW KID 


Made exclusively by New Castle 
Araby Green, No. 1141 D 
* Copyright Applied For 


Now Crstl, 5 Allied (Xd Crain 


‘ . 
= 1CO Gold Street Tis Y N G, 
No. 12, BOOT AND SHOE REC : — = 
E SCORDER, published every Saturday by Chilton Company 
Ay 


matter November 2 
3, 1932, at the Post Office in Philadelphia under Act of March 





(Ine.), Chestnut and 56 
. 56th Sts., PI 
1879. Subscription price $3.00 Ring eS 


. Entered 
a wt ~ went class 


way ahead 


sasen white 


" running ‘ 
eee Look for big 


of last year. 
season." 


Watch how often women come 
in and specify white kid shoes. 


They. who best know beauty, have 
learned through experience how 
classic, versatile and actually in- 

dispensable the all-white kid shoe is. 
White kid footwear is the spirit of the 
Summer season and its popularity in- 


creases annually 


‘PELE WEEP EST YWECEPRS 


WHITE LEVOR WASHABLE KIDSKIN 





"White ki 2 
1d moveg 

ra Ov : 

“ee of Patterns as vide 





"Tremendous business 
in whites expected." 


Watch your white kid stocks. 
Youll have style shortages before 
hot weather arrives, unless you re- 





order early and fill-in frequently. 


Remember that the real peak demand 

for white kid shoes is still a long way 

off and you will sell plenty before the 
rush actually begins. Therefore keep your 
stocks ready for business. 


»LAVOR & GO. ING. 


GLOVERSVILLE NEW YORK 
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OR FOR SMART FALL SHOES 
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Colonial 258 Brown, always strong in Fall, 
will be an extremely important color this 






year. Dark, glossy, authentic, it leads the 






parade of conservative dark tones. That's 






proved by the surprisingly large number of 





orders we've had for it. Two other fast- 






selling colors are Colonial 198 Green and 





182 Blue—and both of these have been prom- 






ised wide popularity by noted shoe stylists! 






All three wear well, their grain is amazingly 
fine, and, like all Colonial Leather, their 
finish does not “‘fall’’. Their mirror-like 










U. S. Patent 
No. 98307 










sheen lasts far beyond the life of any shoe! 
The Cabana by WALK-OVER Colonial Tanning Company, Boston, Mass. 













COLOR: Colonial has the largest and most 


complete selection of authentic colors— C O ; | A : 
any color you need for your new Fall line. 
MERIT HAS MADE IT THE WORLD’S LARGEST SELLING PATENT LEATHER 
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WHO BUYS Health Spot Shoes? 


The Doctor, the Lawyer, the Merchant Chief | 
The Butcher, the Baker, the Beauty Operator | 


YOUR MARKET... 


Your market is as unlimited as your ability to 
contact people, especially the different trades 
and professions. These people who need com- 
fortable shoes at their work can be sold by 
explaining the Health Spot construction ... . 
the modern, up-to-date shoes that are not flat 
inside like ordinary shoes but shaped to fit the 
many curved lines of the bottom of your feet. 


YOUR OPPORTUNITY... 


The Orthopedic Institute School is being con- 
ducted under the supervision of the Musebeck 
Shoe Company to teach Health Spot Dealers 
all about Health Spot Shoes and how to sell 
them. The one week’s course is given once a 
month and is open to Health Spot Dealers or 
those interesfed in starting Health Spot Shoe 
Shops. There is no charge. 


YOUR PUBLICITY... 


Cash prizes totalling $100 a month are being 
awarded by the Musebeck Shoe Company for 
the best Health Spot Shoe Rhymes. Anyone is 
eligible to enter this contest. There is a direct 
tie-up available for those dealers who wish to 
use it and gain some permanent customers. 























SPECIAL NOTICE: 


Health Spot Shoes are manufactured 
under Patents Nos. 1,850,977 and 1,916,198. 
Canadian Health Spot Shoes are made 
by the Murray Shoe Company of London, 
Ontario; Health Spot Boots, by H. J. 
Justin & Sons of Fort Worth; Health 
Spot Boys Shoes by Holland Shoe Com- 
pany of Holland, Mich.; Health Spot 
Dress Weight shoes for women by Foot- 
so-Port Shoes, Inc., Rochester, N. Y. 


MUSEBECK SHOE 
COMPANY, Danville, Ill. 














THE MERCHANT 


HEALTH SPOT SHOES 


FOR MEN AND WOMEN 
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LUXURY 


dinary Weak Shoes 
ARCH ACHE 


LEG PAIN 
BACKACHE 
SLOUCH 
FATIGUE 


ern Health Spot Shoes 


BALANCE 
COMFORT 
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IN-STOCK 
To Retail At 
$9.50 


3697—White Side Buckle San- 
dal, 16/8 Cuban Heel. Sizes 
Be eee 


3571—White Nu-Buck Sandal 
Oxford, Square Toe, 13/8 
Square Cuban Heel. Sizes 3/9, 
Widths A, B, C. ......$1.60 


3700—White Cabretta Sandal, 
16/8 Cuban Heel. Sizes 3/9. 
$1.40 


3709—White Nu-Buck Monk 
Oxford, Vamp Cutouts, 16/8 
Cuban Heel. Sizes 3/9. .$1.40 


3573—White Nu-Buck Sandal, 
Square Toe, 13/8 Square Cuban 
Heel. Sizes 3/9, Widths A, 
Be oc cesses $1.60 


3705—White Button Pump, 
16/8 Cuban Heel. Sizes 3/9. 
$1.40 


3568—White Cabretta Sandal, 
16/8 Continental Heel. Sizes 
3/9, Widths, B, C 


3570—White Cabretta Sandal 
Tie, 19/8 Continental Heel. 
Sizes 3/9, Widths B, C.. . $1.60 
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IN E-J WHITE SHOES 








HEY'RE ready for you—smart sandals, trim pumps, 

and youthful oxfords—styled in just the right way 
so that women who see them in your windows will 
want at least one pair for immediate use. 


Theyre suitable for town or country hot-weather 
wear, and they sell ata price which makes them most 
attractive to all concerned. 


Endicott-Johnson’s White Shoes are all In-Stock and 
ready for immediate delivery. Send in your order 


today ! 
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A SHUG FIT AT THE ARCH 


Yes sir, far more flexibility than in any other type of 
welt shoes! They fit better, and for that reason adapt 
themselves more freely and naturally to the movements 
of the foot. Welting and innersoles are lighter, and these 
are welded as one inseparable unit with the outersole 
and upper. Still, they’re strong and rugged and can be 
made with soles of any thickness or width of extension 
edge. Many of the foremost makers feature these better- 
fitting, better-wearing, better-looking shoes— COMPO 
Welded Welts for Men and Women. COMPO Welded 
Welts are bonded with a special adhesive developed 
by the du Pont Company. 


A list of leading welt manufacturers producing Compo Welded Welts 
for Men and Women will be sent upon your request. Compo Shoe 
Machinery Corporation, 150 Causeway Street, Boston, Mass. 


THE GREAT ADVANTAGES OF CEMENTED SHOES ARE OUE ENTIRELY TO COMPO ENGINEERING 
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‘WHERE STRENGTH AND 


STURDY CONSTRUCTION 
ARE ESSENTIAL...’ 


Experienced manufacturers and retailers 
know the importance of strength and rigid- 
ity in shank construction and .wood heel 


attaching. 


Based upon sound shoemaking principles, 
Unishank and W/C Wood Heel Screw 
Attaching combine to promote security to 
the finished shoe. These thoroughly tested 
methods add strength, increased durability, 
and comfort to the shoe throughout its life. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER, May 23, 1936 


RED BALL 


SPEEDS SUMMER SALES 


Commodore—An unusually attractive oxford. All 
white with a smart brown edging on the foxing. 
Crepe sole with beveled heel. Sta-Kleen insole. Made 
over narrow, custom-like last. 


Locker Sandal—A fast selling specialty for locker 
room, shower, or beach. Non-slip outsole, molded 
arch. The thick ''germ-sealed,'’ sponge rubber sole 
is a real comfort sensation. 


Fairplay—A sturdily constructed shoe with a barred 
sole design that makes it a favorite for Soft Ball, 
Field Hockey, etc. The Sta-Kleen sponge insole is 
comfortable and non-absorbent. 


It won't take a prophet to convince you that 
there'll be real profit for merchants who handle 
BALL-BAND summer footwear. These three 
styles indicate how styleful and complete the 
line is. And your good business judgment will 
tell you that it's wise to give your customers 
time tested BALL-BAND quality. 


The line is complete with styles and sizes for 
every member of the family and every style 
roudly bears the Red Ball trade-mark. We'll 
ij glad to have a salesman show you the line 
or we'll send you a complete catalog if you 
prefer. Write or wire us today. 





~ 


Shoes 
Canvas Sport 
Leather Work Shoes 


Mg EPS, 


A New Catalog and Buying Guide 


If you have not received a copy of this attrac- 
tive new catalog write for one. It will pay you 
to look it through as it illustrates and cae 
a complete line that has really outstanding 


sales-building possibilities. 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 
280 Water St., Mishawaka, Indiana 
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The Royal Coachman is in almost every fisherman’s tackle box. — 


Why? Because it has proved itself more dependable than others. a 


What is its charm . . what is its attraction? Is it color . . natural- 
ness .. beauty? It’s all three, isn’t it? The same with Evans Kid. 
Evans has also proved itself more dependable. When you cast for 
increased sales, use the Royal Coachman of leathers, Evans Kid. 


John R. Evans & Company, Camden, New Jersey. 
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The ROSEL in 





f vs ZF vans white kid 
AULT-WILLIAMSON and EVANS KID 
In their new line of Hand-Turns, where emphasis is 
placed on styling, Evans Kid is used exclusively. No 
longer merely comfort or house models, shoes like the 
“Rosel” are finding wide acceptance among the trade. 


A good share of credit is given to Evans Kid. Its rich 


lustre and long life, authentic and uniform coloring, 


play a big part in strengthening Ault-Williamson’s 
new turn business. See the Air-Tred and Constant 
Comfort lines at the Boston Shoe Fair, June 8-9-10, 
Statler Hotel, Room 411... Parker House, Room 264. 


bd Leallbers 


THE KID WITH A DEFINITE SALES INFLUENCE 
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A contest that will bring more customers into your store 


























GOODRICH BASEBALL 
CONTEST 


FIRST PRIZE—2 BOX SEATS AT THE 
OPENING GAME OF THE WORLD SERIES 





.* ! 
a a ae 

















— % - 4 


<a Se 


ERE'S an opportunity to show how much To emer this Comes, an entry blank from your 
H and girls duew about baseball—in the fearest Goode; Shoe dealer. Then, notice the 
pots Gore cont cease 

seball expert! A trip to game 
World Series with « companion of his or her own c 

’ “"s home—all expenses 

. 

Loutevitte Bats; or for girls, fine Spatding 

ee Eel Ge chancsied ty de etna on oo 

Championship World Series Team of 1935. You'll be 

the envy of every younguer in the acighborhood with of leading stores everywhere. 





gets 


ial 





one of these prizes. Read the details of the Contest carefully. 


e223] GOODRIC Sport Shoes #3222 ere 








tomers. If your customer wins frm prize, om 
" by the Detroit Tigers, World C! 
you go to the World Series game, too! for 1935... OR for girl winners — Fine 
Tennis Recquets. 








B, F. GOODRICH COMPANY » FOOTWEAR DIVISION » WATERTOWN, MASS. 








AND GIVE YOU A CHANCE TO SEE 
A WORLD SERIES GAME FREE! 





HE Goodrich Baseball Contest and countersign their entry blanks. 
will enable you to build up a tre- For, if your customer wins first prize, 
mendous volume on Goodrich Sport you also go to a World Series Game 
Shoes this Spring. The contest willbe  /free/ 
announced to 8,392,527 boys and Get complete details of this sales- 
irls throughout the United States in building contest from your Goodrich 
eading newspapers and magazines. Sport Shoe salesman. 
It’s a contest they'll all want to en- 
ter—with a first prize of a free trip to B. F. GOODRICH CO. 
the World Series game, and 200 addi- —_— Footwear Division, Watertown, Mass. 
tional prizes. They’ll be coming to 


your store for information, and man 
of them will be buying Goodric 
Sport Shoes. 

Get behind the Goodrich Baseball 
Contest. Display the contest blanks, 


and Goodrich Sport Shoes promi- 
nently. Explain the features of Good- G 
rich Sport Shoes to your customers— 


Branches at Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, Ill; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; Denver, Col.; Detroit, Mich.; Kansas City,Mo.; Los 
Angeles, Calif.; Minneapolis, Minn.; New York, N. Y.; Philadelphia, Pa.; St. Louis, Mo.; Salt Lake City, Utah; San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 
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THE ECLIPSE, S-645; a ventilated pattern in two tones of sport calf 


“Not ALL THE SHOES 
...Just the Best” 


Every business has, or should have, a purpose—a reason for existence—a funda- 
mental policy that guides and influences every move. In the case of Florsheim 
that policy dates back to the origin of the business. Briefly expressed, it is: ““We 
can’t make all the shoes in America, but we can make the best.” Steadfastly 
through the years Florsheim has adhered to that principle—never once has expe- 
diency or pressure tempted us to depart from our goal—until today the public is 
so confident of Florsheim quality that it has made us the largest maker of fine 
footwear in the world. If there is no Florsheim dealer in your community, we 
would be happy to have one of our representatives call on you—let us hear from 


you if you are interested. 


ro nerats 47 $Q75 4» $1() 
THE FLORSHEIM SHOE 


THE FLORSHEIM SHOE COMPANY ® Manufacturers @e CHICAGO 
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